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REDECDPN For Plant Modernization 
ALK) SU PCRS CLUE TELL 


The Dodge line offers a most attractive 


° * 
t Ya n S gal i s wy | on opportunity to the distributor who fea- 


tures his facilities to help keep the plants 








in his territory running continuously and 


economically, 


Modernization programs can be planned 
to fit any maintenance budget and replace- 
ments and change-overs on drives, as well 
as many types of machinery, can be made 


ENGAGED 


posite . conveniently and at moderate cost. 


Distributors with the backing of the 
complete Dodge line and_ specialized engi- 





neering service can qualify as consultants 
on problems involving power transmission, 


and machine bearings and equipment. 


Are you taking full advantage of present 
conditions to emphasize the value of plant 
modernization through Dodge standardiza- 
tion? We are always glad to assist our dis- 
tributors to make their sales efforts more 
effective and profitable. 


PAT. OFF. 


DODGE MANUFACTURING CORPORATION 





= MISHAWAKA, INDIANA U.S.A. 




















The World's Largest 











“Art” Johnston 
Since 1923 Art has been busy selling 
Greenfield tools. For the last few years 
his territory has been principally Wiscon- 
sin and Minnesota, 
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Mirs. of Taps and Dies 




































George Demarest 
George got his early training in railroad 
repair work and it was good training too. 
For six years he’s been a Greenfield man, 
and is now doing special service work 
around New York. 





Tools are needed. 
tool business. 





Every mill and every factory has a maintenance problem. 
steam, air, hot water or chemicals must be serviced, changed, extended. 
The mill supply house can and should get this pipe 
The Greenfield line will help you to get it. 


Pipes for 














Stock and Die Sets 


Our pipe stocks and dies are 
made in solid and adjustable 
types to suit individual pref- 
erences. ‘The “Greenfield” 
Adjustable Sets are general 
favorites. 

Ratchet Sets 
Electricians make conduit in- 
stallations in cramped spaces 
more easily when they have a 
“Greenficld” Ratchet ceiling 
set. It should be in every 
maintenance tool stock. 


Wrenches 
Drop forged from high grade 
steel, standard proved design 


— and well finished — GTD 
Pipe Wrenches give thorough 
satisfaction. 

Vises, Cutters, etc. 
Like the other pipe tools, these 
are needed in every shop. We 
use only the best materials and 


every tool is guaranteed 
against defects. Numerous 


other pipe tools are shown in 
our catalog. 


EENFIELD. 


GREENFIELD 
: 2c RPO 











Ed. Farrell 
This is Ed. Farrell, now covering Pittsburgh 
and vicinity. He’s been a Greenfield man for 
eleven years. 


One Complete Line 
One Catalog 





Concentration of buying saves time, 
saves stenographic labor, saves ship- 
ping expense and means greater net 
profits. 


The Greenfield Small Tool line is 
the most complete one available to 
the trade. One catalog, one price 
sheet, simplifies reference, ordering 
and selling. Take a look through 
your Greenfield catalog. You may 
find several items you can buy ad- 
vantageously from Greenfield. 





1. Serew Plates 


5. Reamers 

6. Gages 

7. Pipe Tools 

8. Machine Tools 
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lz 


r 


\v 


oP SE PTT ELA ES Le, SON TT 





eee 


TS Me ote 


as Oh, 





I AIG ETI IT IB 5g 


The 
MAGAZINE OF 
INDUSTRIAL 
DISTRIBUTION 





THE NEW YORK 
PUBLIC LIBRARY 


9 ye sy 
‘6 " 
proc LENOX AND 
bias FOU ee 
1932 



















ILL 
SUPPLIES 


Reg. U. S. Pat. Off. 
ALBERT E. PAXTON, Editor 


C. A. SmitH W. J. Hotmes 
Western Field Editor Eastern Field Editor 














Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


end 


A. M. MORRIS 
General Manager 


ewe 


E. J. McOSKER 
Sales Promotion Manager 


H. W. BARCLAY 
Director of Marketing 


E. N. emit: | 


ales Manager 
JOHN ORA 


end 
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Mill Supply 

Men 
SAccr’ Hangers are 
not sold on price. 
They still would pay a 





al nice return on invest- 
/ ment at twice the price. 
a When your customer 


talks price, stress these 
points: 


Dependability 
Maintenance Saving 
Lubricant Saving 
Power Saving 
Cleanliness 


\ f 











i : For the Love of Mike 
- let yourself Go” 


said the motor to the 
old fashioned hanger.. 


“It’s YOU, up there among the whirling belts, I’m talking to,” said the 
motor glancing at the old-fashioned hanger, “‘let vaaenll go and give 
ME a chance to do an EASY day’s work just once in a while. Why, 
about 25% of the effort that I’m putting out is being consumed by fric- 
tion in your old-fashioned bearing surfaces. You're out of the horse and 
buggy era, Old Squeak. Why aeroplanes are flying overhead and cars 
are doing ninety on the highways. But certainly not on the types of 
bearings they used to put in the old-fashioned mill wheels and that you 
happen to have in your inwards at the present time. Sotry and let your- 
self go for a moment, at least. Maybe the boss will replace you soon.” 


It IS expensive to run a modern plant with modern machines on the 
old mill wheel type of bearing. Expensive because of increased labor 
costs for repairs, expensive because of additional power that is needed 
to overcome friction, expensive because of the constant lubrication that 
inefficient bearing surfaces demand. Particularly so when you know 
that SS0SF Self-Aligning Ball Bearing Hangers would pay for them- 


selves in less than two years’ time. 


SKF INDUSTRIES, Inc., 40 East 34th St., New York 


SER: se 2616 










ELF-ALIGNING 
BALL BEARING . 
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Atkins SILVER STEEL “Blue 
End” Hacksaw Blades are guar- 
anteed to cut at least six times 
more metal than any so-called 
tungsten blade. Identified by 
their blue ends. 




















Your es 
Customers Need “We 
ATKINS 

SILVER STEEL 
“BLUE END” 
HACKSAW BLADES 


Atkins have established the demand for “Blue End”’ 
Hacksaw blades made of SILVER STEEL and have guar- 
anteed them to do a definite amount of work. Many users 


have obtained as much as from TEN to THIRTY TIMES MORE 


service, and are using Atkins exclusively. 








It will pay you big profits to sell these blades because they will 
satisfy your customers and give you repeat business. 


E. C. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 


Factories In 


LANCASTER, NEW YORK DETROIT, MICHIGAN BLOOMINGTON, INDIANA 
Branches 
Atlanta, Ga. Chicago, Il, Memphis, Tenn. New Orleans, La. New York, N. Y. Portland, Ore. 
Klamath Falls, Ore. Seattle, Wash. San Francisco, Calif. Paris, France 


In Canada 
SHURLY DIETRICH ATKINS COMPANY LTD. 
Factory—Galt, Ontario 
Branch—Vancouver, B. C. 
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Quality and Service 


Discriminating users of small 
tools demand Quality and 
Service —two vital require- 
ments which can be fur- 
nished by the distributors 
handling “National” Twist 

Drills and Tools. 


MANUFACTURERS 


& paRABOLIc 


MILLING CUTTERS 


and WAG vows 


TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. Cleveland, Ohio 


TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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In a Western oil field they were 
driving a drill rig with an engine 
located 600 feet away. Rig and 
engine were connected by a spe- 
cial fabric belt 24 inches wide. 
The sections of the belt were 
joined by a new type of metal 
coupling, in two parts, bolted 
together. A large and profitable 
market lay before the manufac- 





turer of this new belt and coup- 
ling. But as the couplings passed 
over the pulleys the forces exerted 


600-FOOT & 


THAT KEPT SNAPPING) Gi 
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on the bolts were tremendous, 
and the bolts snapped after brief 
service. 

The coupling maker sent us 


‘orders in rapid succession con- 
stantly specifying higher tensile. 


strength bolts, until we became 
“suspicious” and asked 
him how and for what 
purpose he used them. 


RUSSELL, BURDSALL 8 WARD BOLT & NUT CO. 


ROCK FALLS, ILL. 
Sales offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ores 


PORT CHESTER, N.Y. 








When we heard his story, we rec- 
ommended a slight change in the 
shape of his coupling, and a 
tough, ductile bolt. The problem 
was solved. 

Can we help you solve a prob- 
lem in your business involving 
the use of bolting mate- 
rial? Address our Engineer- 
ing Service Department. 


CORAOPOLIS, PA, 
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SERVICE RECORDS HAVE MADE IT 
THE BELT SUPREME IN ITS FIELD 





Not what is said about it, but how well 
it serves is the determining factor in 


belt popularity. Actual accomplish- 






ment in the way of economical every- 
day operation during a long life of 
usage is the basis on which the Ther- 
moid Silver Duck Belt builds a worth- 


while volume of business for the 


“ 


oe 





dealer in mill supplies. 


we 


The Thermoid Silver Duck Belt offers 
a real money-making opportunity to 


‘we 
A 


the trade .. . a real money-saving op- 

portunity to the user. High tensile 

strength makes it ideal where service is 
severe—on crushers, beaters, dynamos and in main drive 
transmission. Uniformity makes one Thermoid Silver Duck 
Belt just as reliable, just as efficient and just as economical as 
every other Thermoid Silver Duck Belt. 





F 
4 
Feature the Thermoid Silver Duck Belt . . . and the complete / 
Thermoid line . . . for worthwhile profits and customer satis- F 
faction. f 
4 THERMOID 


/ RUBBER CO. 


4 Trenton, N. J. 





» z Please send me 
. ye eh 

Y _ a copy of the 

B, -raeh aE » Thermoid 

hoe hae » Catalog. 
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hermol a! 


BELTING viaieg 
ih y 2 qnad PACKINGS ADDRESS 


THERMOID. RUBBER COMPANY 4 
Factories and Main Offices - + TRENTON,N. J. 7 IU NN oo ko eee ee a 


Mail the coupon for the Thermoid Catalog today. 
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GOOD NEWS! 














Finest repeat busi- 
ness is had from 
tools and _ attach- 
ments for this ma- 
chine. U. S. Rotary 
Files alone outsell 
because they outlast 
ordinary files two to 
eight times! They 
are mill cut. 


ee 


Rotary Files 


Tool 
Arbors 





Keyless 
Chucks 
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New you can profit from 
all the sales of 4-speed 
flexible shaft in your terri- 


tory with this sturdy new 
U. S. model. Yes, all the 
sales where utmost accuracy, 
easy operation, dependable 
and economical performance 
are wanted. 


The U. S. 4-Speed Flexible 
Shaft Machine provides 950, 
1250, 2400 and 3600 r.p.m. 
—just the right speed for 
any job. Filing. Sanding, 
Grinding. Polishing, etc. The 
shaft is more flexible—and 
has a spiral bearing the full 
length of housing. Slide 
couplings take up all end 
play. The hand-piece is 


“THE GOOD MECHANIC'S CHOICE SINCE 1897" | 


Ever since U. S. introduced 
the world’s first portable elec- 
tric drill, these drills have been 
for maintaining 
full rated power UNDER LOAD 
—for quiet, easy running—and 
trouble-free service. 
The U. S. %-Inch Regular Drill 
shown here (2000 r.p.m.) sells 
OP Qs 6.6 cccktcses $30 LIST 


the favorites 


for long, 


THE 


THE NEW 






-SPEED 


FLEXIBLE SHAFT 
MACHINE 


lighter and cool running— 
equipped with ball bearings. 
It is built throughout for 
continuous heavy duty—just 
such a machine as you would 
expect to bear the long re- 
spected U. S. emblem. 


Any style of mounting can 
be supplied with this ma- 
chine—overhead or vertical, 
trolley, floor or stand, bench 
or horizontal. And a com- 
plete line of tools and at- 
tachments is included. Write 
today for catalog showing 
these, the many uses they 
serve, and the whole broad 
U. S. line of fast-selling 
flexible shaft machines. 


LIST 


United States 


Electrical 


Tool Co. 


Dept. H, 2498 W. Sixth Street, Cincinnati, Ohio 


Atlanta Cleveland Detroit Philadelphia San Francisco 
Boston Dallas Minneapolis Pittsburgh Seattle 
Chicago Denver New York St. Louis Syracuse 





Export Sales Representatives—WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 
Canadian Division—MAPLE LEAF ELECTRIC TOOLS, Ltd.—Toronto 


' Tools and attach- 
ments for this new 
machine cover a 
complete _ line: 
Rasps. Files. En- 
graving tools. Grind- 
ing wheels and rolls. 
Polishing pads and 
brushes. Arbors. 
Chucks, etc. All big 


repeat sellers. 





Right Angle 
Hand Piece 





Felt Polishing Pads 






Lamb’s Wool 
Polishing Pads 






Wire 
Brushes 
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1S Speed Reducer business 
| for you 


Are you getting your share from 


these 5969 manufacturing plants? 


Eacu ONE of these plants contains hundreds of 
applications for speed reducers. The agitators, man- 
glers, mixers, calenders, conveyors, pumps and 
similar equipment used in manufacturing processes 


are most efficiently driven through speed reducers. 


One type of speed reducer will not properly serve 
in all these applications. That’s why aggressive 
jobbers are carrying the G&F line. It contains a 
type of speed reducer for every drive. Can you afford 
to pass up an opportunity of cashing in on the 
speed reducer business with G&F? Send for our 


complete dealer plan today. 


GEARS & FORGINGS, INC. 


GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U.S.A. 
District Offices: Chicago, Detroit, Buffalo, New York, Indianapolis, 
Pittsburgh . .. Factories: Cleveland, Chicago, Ford City, Pa. 


7 
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306 PLANTS 
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We build all 
types—Worm, ? 
Planetary and i 
Herringbone 
—in the prop- 

er ranges. 


GEARS #82 FORGINGS 
SPEED REDUCERS 








“BULL'S EYE” Setting Means 


Prorits ror Distriputors 
Wuo SPEcIALIZE ON THE 
Brack « Decker LINE 


Read the following 
pages... . follow the Sales Guide 
Chart of Applications... . for 


profits on Portable Electric 
Sanders and Glue Pots. 


THe Brack & Decxer Mec. Co. 


TOWSON, MD., U.S.A. 
World's Largest Manufacturer of Portable Electric Tools 








leads the way to 
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Electric Drills 


ne? 


Electric Bench 
Grinders 


7 pm 
LN cle — 
all 


Portable Electric 
Grinders 
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Electric Glue Pots 





Shown below are a few of the 
tools that make up the complete 
Black & Decker Line of Portable 
Electric Tools—the line that 


more business. 





Electric Valve 
Refacers 


Electric Tool 
Chests 





Electric Polishers and 
Supplies 





Electric Fender 
Straightener 





Black & Decker 
Distributors don't 
waste time trying to 


“sell refrigerators to 
Eskimos” 


They are furnished with FACTS 
that make sales effort profitable 


HERE'S a lot of wasted sales effort in business today. Too much 
carrying coals to Newcastle. Too much trying to sell moonshine 
in Montreal. 


But not with Black & Decker Distributors. They don’t throw away 
time and money on hit or miss sales effort. On the contrary, they are 
furnished with facts that enable them to concentrate sales effort where 
it pays the biggest dividends. 


The chart on the next page is an example. It shows exactly what 
industries use Electric Sanders and Electric Glue Pots—and where 
they use them. From it you know just where you can make sales. And 
you make them with the least expenditure of time, of effort, of money. 


Similar charts are being made available for every Black & Decker 
tool. New uses are being developed and the news passed on to dis- 
tributors. And this help in aiming sales effort straight at the bull’s-eye 
is just one of the reasons why the finest distributors in the country 
handle on/y the Black & Decker Line of Portable Electric Tools. 


By specializing on B. & D. Tools, they get their customers to 
standardize on the line. That means bigger initial orders, larger 
repeat business. And backing up every distributor is the Black & Decker 
advertising, both national and trade, standard resale prices, protec- 
tion against loss through price reduction, 24 hour service at 68 service 
stations throughout the country, complete sales information, constant 
development and improvement of the line—and the policy of selling 
through distributors only. 


Think over these Black & Decker policies. Think over the sales 
help Black & Decker gives you. You'll quickly see why, in Portable 
Electric Tools, leading distributors handle the Black & Decker line 
exclusively. 
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USE THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 
and to find new ones. New uses mean more business. 


APPLICATIONS OF BLACK & DECKER 
ELECTRIC SANDERS AND ELECTRIC GLUE POTS 
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APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC TOOLS 


. Electric Glue Pot being 
used in pattern making. 

. Electric Glue Pot being 
used in door manufactur- 
ing. 

. Portable Electric Sander 
being used to surface con- 
crete. 

4. Portable Electric Sander 
being used on metal door. 

. Portable Electric Sander 
being used for metal fin- 
ishing. 

. Electric Glue Pot being 
used in casket manufactur- 
ing. 














. Electric Glue Pot being 
used to insure solid joints. 

. Portable Electric Sander 
being used to finish store 
equipment. 

. Portable Electric Sander 
being used in boat build- 
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The answer 
to your pump calls... 
GOULDS “V” BELT DRIVE 
PYRAMID PUMPING UNITS — 


SMALL STOCK ... MANY APPLICATIONS 


One of the most adapt- 
able units ever offered the mill supply trade 
is Goulds Automatic Oiling PYRAMID PUMP 
with “V” belt drive. With a single size you 
can secure capacities ranging from 6.5 to 
13 gallons per minute, and heads from 50 
to 231 feet. With ‘ao sizes the capacity 
runs up to 82 gallons per minute, and 
down to 21. 

The adjustment is a simple matter of 
changing pulleys and mounting motors. The 
motor mounting is especially designed for 
easy interchange, and no machine work is 
required. 

By stocking three or four different sizes 
of these pumps, you will be able to ship 
immediately, from stock, a pump that will 
satisfy a large percentage of your industrial 
calls. 

Write for complete details to the nearest 
branch office or to Goulds Pumps Incorpo- 


rated, Seneca Falls, N. Y. 


GOULDS 
Automatic Oiling 
PYRAMID PUMPS 





*BOSTON 
194 Congress St. 
*TULSA 
213 E. Archer St. 
HOUSTON 
2114 Second National Bank Bldg. 
CLEVELAND 
Union Trust Bldg. 


*PHILADELPHIA 
111 No. 3rd St. 


*NEW YORK 
16 Murray St., 19 Park Place 
PITTSBURGH 
636 Henry W. Oliver Bldg. 


*CHICAGO 
12-14 So. Clinton St. 


DALLAS 
417 Magnolia Bldg. 


CHARLOTTE 
811 Johnston Bldg. 


ATLANTA 
Citizens and Southern Bank Bldg. 


*Branch Warehouse 


Made by the 


WORLD’S LARGEST 
_ MAKERS OF 
PUMPS EXCLUSIVELY 


GOULDS PUMPS, INc. 


SENECA FALLS, NEW YORK 
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Directing the customer straight to you 


OUR supply house can furnish Jenkins Valves.” 

This sentence appears in all Jenkins magazine publicity. 
Advertisements in the leading architectural, engineering, con- 
tracting, building, and industrial publications every month 
are telling valve buyers throughout the country to buy Jenkins 
Valves from their supply houses. 


In other words, Jenkins advertising is your advertising. Rein- 
forced by the thousands of personal calls which Jenkins sales 
engineers and representatives are regularly making on the 
trade, it is creating a splendid opportunity for you to in- 
crease your valve business. 


° JENKINS BROS. 


80 White A 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Bivd 1121 No. San Jacinto 


New York, a Philadelphia, Pa. Boston, Mass. Chicago, tl, Houston, Texas 
JENKINS BROS., Limited, Montreal, Gen: London England 
Factories: Bridgeport, Conn., Elizabeth, N. J.; Montreal, Canada 


Jenkins 


_— 2 BRONZE IRON STEEL 
See the complete Jenkins BOOK OF VALVES 
Catalogue No. 22A on pages 819 to 866, 1931 
edition of Sweet's Engineering Catalogues 


Since 1864 
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Every Cloud Has a 
Silver Lining 


HE silver lining which shines through every cloud 
is beginning to make its appearance over the busi- 
ness horizon. 


Business sentiment has had a 


decided change for the better these past few weeks. 


President Hoover’s war debt moratorium plan has 
had a noteworthy effect, and if accepted by the world 
powers should help considerably in hastening general 
recovery not only in this country but elsewhere. The 
recent upward trend in the stock market has also been 
encouraging and if prices can be stabilized at higher 
levels, business generally will benefit. The disposition 
of banks to loosen up a little on loans is helping mat- 
ters. Commodity prices have rallied a bit from recent 
sharp declines and that, too, is encouraging. 


The petition of the railroads for a 15% increase in 
freight rates with such adjustments for coal, coke, and 
certain other commodities as are deemed necessary, if 
acted upon favorably by the Interstate Commerce Com- 
mission would also help eliminate the business clouds 
which have been hanging overhead for some 24 months. 
For, as is pointed out in a recent issue of The Cleveland 
Trust Company’s Business Bulletin, “many railroads 
are not covering fixed charges. This condition, if long 
continued, will endanger rail bonds, on which life insur- 
ance funds and savings accumulations largely depend. 
Since the railroads are now economizing to a degree 
detrimental to their properties, it would appear that 
relief can be had either through large tax reductions, 
severe wage cuts, or an increase in freight rates. A 


small rate increase would insure safety, and of the three 
alternatives would be the most economically sound.” 
Evidence today points to the fact that business has 
turned the corner and is working its way slowly but 
surely back to normal. If this be true, there is no better 
time than now to put on our thinking caps and working 
clothes in an effort to help in the reconstruction process. 


In this connection, Mitt Suppties offers an idea 
worthy of careful consideration. Beginning with this 
issue and continuing through August and September, 
a special editorial program has been planned to point 
out sales opportunities on modern supplies and equip- 
ment. There’s an article by a salesman showing how he 
gets the business during times like these; another by the 
chief engineer of a large industrial plant making clear 
that his company has been and will continue to be in the 
market for modern products, and several pages of new 
and improved industrial products put on the market 
during the past 18 months. 


NDUSTRIAL modernization provides distributors 
I with a real opportunity to step up sales and profits, 
but the extent to which any individual will capitalize on 
it depends entirely on the effort that each individual 
puts forth. 


3usiness isn’t going to fall into the laps of the dis- 
tributors who sit waiting for it these next few months, 
but there’ll be plenty to keep the wolf away for the 
fellow who is willing to work hard for it. 
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How We Get the 


BUSINESS whem tl 


While the market for staples 1 
quite definitely determined by thi ,;, 
capacity at which plants are effi 
operating, such 1s not the case 
with many spectalties so essential\ »; 
There: 
fore, the greatest sales opportun- 
ities at present are to be had by 


BSERVATION is one of the most valuable 
() assets a salesman can have. Particularly is this 
true in times like these when the going is hard. 
Let me illustrate. Not long ago, in walking through a 
plant I noticed that the shop men were threading a 
U-shaped pipe with a straight die. With each half turn, 
it was necessary to remove the stock and make a fresh 
start, as the stock struck the other end of the “U.” 
The plant superintendent was standing alongside, so I 
asked him why he did not have the men use a ratchet 
stock in order to save time on the job. “We haven’t 
one,” the superintendent replied. “I'll sell you one, 
then,” was my obvious answer. And that was all there 
was to getting the order. 
Often the industrial buyer 
will think he has bought every- 
thing that is needed. Five min- 
utes after you have departed, 
however, other items that 
should have been bought may 
come to mind. There are two 
ways of overcoming this prob- 
lem, in my opinion. One is to 
remain for the other five min- 
utes ; that is, after an order is 
placed, mention items that you 


Frequently, I run over my list 
of customers with a view to 
calling their attention to some 
particular item we handle, 


which I believe they need. 





This customer wanted a set of adjustable horses for raising 

trucks while repairs were being made. What he needed 

was the simple device shown in this photograph, which 

sets under each axle end after the truck has been raised 
by a temporary jack. 
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to plant modernization. 


think are, or will soon be needed 

Leading questions asked of 
buyers are bound to bring a fair 
percentage of results. Even an 
inquiry made in humorous man- 
ner on some absurd item is good 
at times. In fact, it is important 
to vary the manner of suggestion 
as the regular cut and dried sys- 
tem of naming a dozen or so 
items becomes boresome and the 
buyer is apt to be thinking “no” 
long before you pause to allow 
him to speak. 

The other system of getting 
additional business lies in educat- 
ing your customers to telephone 
or mail their orders. Here is a 
typical example. The customer 
to whom I refer was very cordial to me. I got an order 
nearly every time I called but nevertheless felt that I 
was not getting all the available business. Sometimes, I 
learned, orders which were being saved for me, would 
be grabbed off by other salesmen who would call in 
between my visits. 

Accordingly, I began to tell this fellow about our fine 
telephone service; that when he called our office he 
would find an intelligent man on the wire who was just 
as well fitted to serve him as I. Then I went to our 
telephone salesman, gave him a brief outline of my 
customer’s buying habits and asked him to give the 
account the best possible service. 

As time went on, this customer got in the habit of 
buying all his staples by telephone. My work then was 
simply to make contacts and see that everything was 
running smoothly. As the time spent on routine busi- 
ness was shortened, I had more time in which to sell 
those special items on which thorough demonstration 
is necessary. 
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the Going ts HARD 


concentrating efforts on speczal- 
ties which will increase plant 
efictency. Mr. Chippendale fol- 
lows a sales method which per- 
mits spectalization on profitable 
items for which there 1s a ready 
market, and yet enables him to 
maintain a volume on staples 


Telephone business, I believe, 
is a very good cane, but a poor 
crutch. In other words, it is an 
aid to your volume, but not a 
substitute for the work of con- 
tacting accounts regularly. There 
is always a temptation on the 
part of the buyer to favor the 
man who calls at the office for 
an order; unless of course, the 
regular salesman is a particular 
friend and he believes that by 
placing an order over the tele- 
phone he is patronizing his sales- 
man friend and at the same time 
getting quicker service. 

The use of promotional liter- 
ature, I have found, helps won- 
derfully in getting business when the going is hard. 
Frequently, I run over my list of customers, especially 
those who have not been giving us the business we feel 
we deserve, with a view to calling their attention to some 
particular item we handle, which I believe they need. 
As I come to a name, I think of the firm and the goods 
that it uses. Then I look over our assortment of manu- 
facturers’ folders and pick out those explaining products 
which should interest the prospect. On my next call I 
leave the folders with the customer, with perhaps a 
brief explanation. Sometimes a remark dropped by the 
buyer will encourage me to go into full detail on the 
product. 

Let me emphasize here the fact that I always hand 
material of this kind to the buyer, personally. It could 
be mailed of course, but then the chances of it ever 
reaching the proper individual are greatly minimized. 
Too much direct-mail matter, in other words, finds its 
way into the waste basket. Then, too, when you give a 
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By A. C, CHIPPENDALE 


Salesman, Abrasive Machine and Supply Company, 
Newark, New Jersey 


prospect a folder on a product, you are on hand to 
answer any questions that might come up. 

Even if the buyer drops the folders in his files and 
says nothing, I am not discouraged. In many instances, 
months after leaving a folder, the customer has fished 
it out of his drawer and made inquiries concerning 
the item. 

Pushing specialties for use in plant modernization, 
particularly, is the best method of getting business when 
the going is hard. The sale of most staples in dull times 
is limited to the capacity at which the customer’s plant 
is operating. 

However, there is always opportunity to sell additional 
specialties. Sales often develop 
in the most unexpected places, 
too. For instance, not long 
ago, I was carrying a grinder 
about with me for demonstra- 
tions. More from force of 
habit than anything else, | 
carried it into a small shop. 
Now a grinder is handy in 
any shop, but this place already 
had one (Turn to page 72) 


I pointed out the advantages 
of installing a number of 
small grinders in various parts 
of the shop, so that one 
would always be within easy 
reach of any workman. 





There’s a wide market for torque brushes. Its uses include 

cleaning and removing rust from beneath trucks, cleaning 

concrete and brick surfaces, and removing scale from piping 

or castings. Pushing specialties of this kind has enabled me 
to get the business even when the going is hard. 








Plant Modernization 





William Greenberg, chief 
engineer 


RIGINALLY our company sold only syrups and 
fountain supplies. Later the founder began to 


manufacture a single fountain at a time and 
sell it 

About six years ago, however, the business was placed 
on a quantity production basis and since then the com- 
pany has grown to be one of the world’s largest ex- 
clusive manufacturers of soda fountains. 

There are three reasons for this remarkable success. 
First, a quality product; second, a progressive, aggres- 
sive sales policy; and third, efficient production. It is 
this latter phase of the business, of course, that will be 
of interest to distributors of industrial supplies and 
equipment, for it has to do with industrial moderniza- 
tion. 

In order to improve our production facilities, we not 
only built a new plant, but discarded 90% of the ma- 
chinery and equipment used in the old plant. The results 
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is Paying Us a Profit 


Installing modern equipment and 
supplies has enabled us to cut our 
floor space to one-fifth of that re- 
quired in an average plant of our 
type with a similar capacity 


By WILLIAM GREENBERG 


Chief Engineer, I. Fischman and Sons, 
Philadelphia 


have been amazing. Where it used to take a month to 
fill an order for a fountain, it can now be done in less 
than a week. Furthermore, in the old plant we had half 
again as many men to do the same work. These im- 
provements have been effected by the installation of up- 
to-date, time-saving equipment. For instance, in the old 
plant, we had an antiquated belt-drive shaper. The ma- 
chine was out of alignment; work was slow and inac- 
curate. One job commonly done with that shaper took 
eight hours. We bought a new shaper with more feeds, 
more speed and absolute accuracy. Thereafter the same 





While normally only one or two of our three buffing and 

grinding machines are in use, the third machine pays for 

itself when three men do want to use the buffer. In addi- 

tion, a variety of grades of wheels are always available 
without changing for each operation. 


By installing a new shaper we secured more accuracy, 
more speeds and more feeds. An operation that used to 
take eight hours on the old shaper is now done in two. 
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Two overhead cranes are used; one for handling rough stock, 
the other for cut slabs and moving material into sawing posi- 
tion. Two cranes mean a larger initial investment, but they 
reduce current bills. Cut slabs are piled on inverted “V” 
shaped rests so that stock may be moved about to any part 
of the floor space. These racks are made from angle iron 
welded with acetylene outfits. The purchase of the angle iron 
and welding outfits meant more business for the industrial 
distributor and greater efficiency for us. In older plants, posts 
are sunk in the ground and slabs leaned against them. This 
method takes more space and post locations are difficult to 

change. 
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job was completed in two hours. 

Formerly, we disliked the idea 
of buying a new machine, when, 
for one-third of the new price, we 
could buy a used one that appeared 
to be about as efficient. However, 
we soon found that old, out-of- 
date machinery was ne bargain at 
any price, and adopted a policy of 
purchasing only the newest and 
best to be had on the market. 

At present, we occupy approxi- 
mately 320,000 feet of floor space 
and, large as it may seem, it is only 
one-fifth as large as would be re- 
quired for the same capacity in an 
average plant of this kind. With 
proper lifting equipment, there is 
practically no manual labor re- 
quired in handling our marble 
stock. Space is saved through abil- 
ity to pile unfinished marble up to 
heights, within our building, that 
would be impossible in a plant 
with an outdoor yard where loco- 
motives haul material. 

For handling material, we use 
two 20-ton overhead cranes, one 
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This self centering lathe rest was bought on sight. 
would have had one long ago had we known where to buy 
it. We depend as much as possible on industrial supply 


salesmen to tell us how we can increase efficiency through 
the purchase of needed items for use in our machine shop. 


In the old plant we used wooden shelving. Here we 
have the latest type steel shelving that —— less space 
and may be adjusted to any desired height. 
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Refrigerator coils are now wound on 
a lathe in the machine shop. This 
is done with a two-jaw adjustable 
17- to 22-inch chuck. Formerly we 
made wooden forms and wound the. 
coils about them by hand, Distribu- 
tors’ salesmen who can offer us prac- 
tical ideas of this kind are always 
welcome here. 
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for storing and the other to bring the 
stock to the saws. A single crane to 
do both these jobs would necessarily 
have had to be larger and therefore 
would have taken more power to op- 
erate. By investing in two cranes this 
added operating expense was avoided. 
This again illustrates a saving through 
proper investment in equipment. 

The same policy holds true through- 
out the plant. We are thorough be- 
lievers in plant modernization. We find, 
for example, that an investment in two 
flexible shaft buffers for one workman 
is real economy. 

Previously when only one machine 
was available for the worker, it was 
necessary to change wheels on the 
buffer according to the job being done. 
It used to be necessary at times, for 
example, to change buffing wheels 
three times per hour and each change 
took five minutes, This meant that a 
workman took two hours per day in 
changing buffing wheels. Obviously, 
having only one machine for the work- 
man was the most expensive kind of economy. 

l‘ormerly, changing our dies took several months, 
while now, with a complete machine shop, we are able 
to make a change in less than 30 days. Styles change, 
even in soda fountains, and the difference of two months 
in making a change may mean the difference between 
being in the red or having a profit. (Turn to page 68) 


19 















Henry L. Ernstrom 


NTIL about 12 years ago, our company confined 

its sales efforts strictly to blacksmith supplies. 

At that time, however, this particular market 
was dwindling so rapidly that we had to add new lines 
or else gradually pass out of the pic- 
ture. We decided to broaden the scope 
of our activities to include industrial 
supplies and equipment. 

It was perfectly natural, due to our 
close contact with the blacksmith trade, 
that one of the first new lines we 
should take on would be welding and 
cutting equipment. During our first 
years we simply drifted along, selling 
a few outfits and a few pounds of rods 
here and there. However, as compe- 
tition became keener, we found it nec- 
essary to sell the line intensively. 

Welding and cutting equipment, we 
have learned, simply cannot be han- 
dled successfully by ordinary methods 
of buying and selling, as in the case 
of more staple lines. It is technical 
and requires hard and earnest study on 
the part of everyone selling it. 

There are several kinds of welding, 
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How 
SPECIALIZATION 


WHAT WE HANDLE IN OUR 
WELDING DEPARTMENT 


In addition to gas and electric welding 
equipment, we have found an increas- 
ing demand for wires and rods for arc 
welding; wires for acetylene welding; 
bronze rods for brazing or bronze weld- 
ing; special wires for saw welding; spe- 
cial hard surfacing rods for both acety- 
lene and electric welding; positive rods to us. 
for building up worn shafts; and fluxes 
for aluminum, cast iron and brass or 
bronze. Then, too, there is a ready mar- 
ket for accessories, such as electrode 
holders; gloves; asbestos clothing; weld- 
ing face masks, goggles, aerial and ped- 
estal grinders. 


By HENRY L. ERNSTROM 


Sales Manager, J. E. Haseltine and Company, 
Portland, Oregon 


brazing, and cutting processes—welding with “bottled” 
gas such as acetylene and oxygen; cutting with city gas 
and oxygen, butane gas and oxygen; and welding with 
the electric arc. As yet, we have not tried to do any- 
thing with thermit, spot or butt electric welding equip- 
ment, but may later. Because there are so many kinds 
of welding processes, and along with that considerable 
knocking of one class of equipment or process against 
another, it is natural that competition is stiff. This, in 
many cases, has confused the prospective user as to what 
really is the best process to use under specific conditions. 
As a matter of fact, each process is thoroughly satisfac- 
tory in its own field of work. 

As industrial distributors, we can recommend the kind 
of equipment that is best suited to the job at hand, for 
we handle electrical as well as gas welding and cutting 
equipment. In other words, we have no particular ax 
to grind. 

The welding department of our business is not set up 
independently from the standpoint of an independent 
bookkeeping and accounting system. However, sales are 
segregated in such a way that volume in welding equip- 
ment, accessories and 
supplies is known at 
all times. While I have 
supervision of the 
sales of this depart- 
ment, it is actually 
headed by our weld- 
ing specialist, Ralph 
Beeler. 

When we went after 
welding business on a 
basis of specialization, 
two courses were open 
One was to 
build up a special sales 
force; the other to 
train our regular sales- 
men, so that they could 
intelligently present 
the lines, demonstrate 
where necessary and 
possess the fundamen- 
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Stepped Up 
Our Weldin 


tals, at least, of welding practice, so as to 
be able to make definite recommendations. 
We chose the latter plan and have not 
been sorry. 

Some of our salesmen have gone to 
welding schools on their own time, so 
thoroughly are they interested in the sub- 
ject. Coupled with that, we have a con- 
tinuous school, so to speak, in our own 
shop where various kinds of welding and 
cutting equipment are set up ready for 
operation. Here the men actually work 
at welding and cutting, in the evenings 
or on Saturday afternoons, as they would 
in a regular shop. Many of them make a 
hobby of it. Much of the time, Mr. Beeler 
is around to help the boys. He has “gone 
to school” more than any of the rest. He 
is sent to conventions, advanced instruc- 
tion classes given by manufacturers and 
in fact everywhere there is an opportunity 
to gather practical information. He is, 
therefore, in a position to impart his 
knowledge to the rest of us. 

As stated before, an unbiased position 
as a distributor permits us to sell both 
and electric welding and _ cutting 
equipment and supplies. This enables us to carry a broad 
enough line to justify our specialized welding depart- 
ment. 

In addition to the equipment itself, we have found a 
rapidly increasing demand for wires and rods for arc 
welding; wires for acetylene welding; bronze rods for 
brazing or bronze welding; special wires for saw weld- 
ing; special hard surfacing rods for both acetylene and 
electric welding; positive rods for building up worn 
shafts; and fluxes for aluminum, cast iron and brass or 
bronze. 


ing rods 


gas 


Then, too, there is a ready market for accessories, 
which tie in closely with welding equipment and supply 
sales; such as electrode holders, gloves, asbestos cloth- 
ing, welding face masks, goggles, aerial and pedestal 
grinders. 

The market for welding and cutting materials is sur- 
prisingly broad. Our largest outlet is the industrial field, 
where the equipment is used both for plant maintenance 
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One corner in the stock room for weld- 


and wires. 
carefully weighed out by the pound. 
Some of the special products cost as much 


Despite general business con- 
ditions, our welding sales in 
1930 were more than 50% 
better than in 1929. Intensive 
selling turned the trick 


siness 


work and in manufactur- 
ing processes. In general, 
you will find sufficient 
profitable business in the 
following types of plants 
to make intensive sales 
effort worth while: gen- 
eral industrial plants, for 
repairs and in manufac- 
turing processes; weld- 
ing shops, for repairs and 
hard surfacing; building 
contractors, for general 
repairs, wrecking and 
structural work ; machine 
shops, for repairs ; black- 
smith shops, for repairs ; 
sheet metal plants, for 
manufacturing processes ; 
plumbing shops, for new 
work and repairs; steam 
and electric railroads, for 
general repairs and main- 
tenance work; public 
utilities, for repairs; 
municipalities for re- 
pairs; road building con- 
tractors, for repairing and hard surfacing, and garages, 
for repairs. 

The above are typical outlets for the sale of machines 
as well as materials and accessories. Moreover, most of 
them are prospects upon whom our salesmen are calling 
regularly in connection with our other lines. That is one 
of the main reasons why we decided to let our regular 
supply salesmen sell welding equipment rather than put 
on special men. 

We have 14 salesmen who can intelligently present, 
demonstrate where necessary, and close welding sales 
along with their other sales work. To do this, they have 
to be something of welders themselves; not necessarily 
experts, but able to do simple work, The men meet two 
general classes of prospects: those who never have had 
a welding outfit and are totally inexperienced, and those 
who are experienced welders. 

To sell the inexperienced class, it is necessary to grasp 
enough of the prospect’s problem to sell him on the de- 
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These wires are 


as $8 a pound. 























Our salesmen do not depend on what they read or what 


we tell them as to the adaptability of certain rods for spe- 

cific work. They find out for themselves by actual experi- 

ment. Then they can talk to the customer with assurance. 

Here is one of the salesmen getting sales ammunition on 
a Saturday afternoon. 


sirability of the equipment. To do this, the men must 
be able to take the outfit, if gas, set it up on the tanks, 
get it going, and show the prospect how to operate it. 
Two or three years ago, hardly any of our salesmen 
were able to do this, but now all of the 14 can go this 
far and some much farther. After having sold a user, 
the men urge him to enroll in one of the available weld- 
ing schools so as to secure specialized training. 

To sell experienced welders, requires a somewhat dif- 
ferent procedure. Here the salesman’s function is to 
explain the merits of his own line and make suggestions. 
This often requires an unusual amount of tact, for the 
average mechanic who operates welding or cutting equip- 
ment does not take readily to being told that his present 
equipment is out of date or his method of operating it 
not up to standard. He may be using gas, for example, 
where he should be welding with the electric arc or vice 
versa, and the opportunity for the sale is there. Our 
salesmen have learned to proceed cautiously on such 
prospects. Before making a call, they try out the differ- 
ent rods and materials, that they expect to suggest, in 
our own experimental shop and know they are right. 
They do not depend on statements they have read in 
promotional literature as to the right materials to use. 
By actually finding out for themselves through test, they 
can talk to the prospect 
with the utmost confi- 


dence. | 
In their regular 
rounds, our salesmen 1 


carry samples of the vari- 
ous wires, and occasion- 
ally some of the smaller 
equipment. For the most 
part, regular demonstra- 
tions are arranged be- 











WHERE TO LOOK FOR PROFITABLE 
WELDING BUSINESS 
. General industrial plants, for repairs and in 
manufacturing processes. 

2. Welding shops (repairs and hard surfacing). 

3. Building contractors, 
wrecking and structural work. 

4. Machine shops, for repairs. 


confidence to handle practically any situation without 
calling for help. 

Our specialist has plenty to do, however. First of all, 
he is a missionary, spreading the gospel of welding at 
every opportunity, in the larger industrial plants espe- 
cially. He is intensely interested in his subject and is 
constantly imparting his knowledge of welding to sales- 
men and customers who have bought equipment and need 
help. 

Another of his functions is to teach our salesmen. 
Practically all our men have attended welding school. 
We don’t think that is sufficient, however, so we pro- 
vide further schooling for them in our experimental 
shop under Beeler. During the Christmas sales meeting, 
he has the whole sales group at certain hours of the day 
for a solid week’s schooling. 

The specialist has a direct sales function also, in that 
he secures orders himself on 
occasions where he is called in 
for expert advice. Naturally, 
his suggestions and recom- 
mendations often lead to sales. 
Credit for these sales, how- 
ever, is given to the salesmen 
in whose territory he happens 
to be working. While he is 
essentially a technical man, 
Beeler possesses the sales in- 
stinct and nothing slips by him 
that might lead to a sale. As 

. cae an example of how he works, 

a = let me cite the following case: 

pany. In a logging camp, gas weld- 

ing equipment was veing used 

and it was proving very expensive. While the organiza- 

tion had some electric welding equipment, it was evident 

that its men had never learned how to use it properly. 

Beeler spent a whole day at the camp with the purchas- 
ing agent and eventually solved the problem. 

While our specialist does not have control over stock 
any more than he does over the direction of the sales 
force, he is in a position to make valuable recommenda- 
tions to the sales department, concerning new develop- 
ments coming up in the 
field, which often result 
in laying in stocks of 
new products. To enable 
Beeler to keep abreast of 
the new developments, 
we keep him going to 
school himself pretty 
much of the time. He 
recently spent consider- 
able time in the plant of 





Ralph Beeler is the 


for general repairs, 





forehand. The men then 5. Blacksmith shops, for repairs. ; one of our sources of 
make demonstrations 6. Sheet metal plants, in manufacturing pro- supply making a special 
themselves being accom- pnse-real ‘ study of hard surfacing 
panied by our welding 7. Plumbing shops, for new work and repairs. materials and methods. 

specialist only on special 8. Steam and electric railroads, for general re- Service is an important 
occasions. In other pairs and maintenance work. factor in building up 
words, the men have 9. Public utilities, for repairs. welding business and so 
learned to stand on their 10. Municipalities, for repairs. we employ a repairman 
own feet in this respect 11. Road building contractors, for repairing and for servicing torches and 
and we are glad to ob- hard surfacing. regulators. If it happens 
serve their growing self- 12. Garages, for repairs. the customer cannot wait 
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for the items to be repaired, we loan him 
equipment until the repair job is done. 

Another thing that adds somewhat to 
our prestige in this territory is the part 
we are taking in educating craftsmen 
under the “government aid for voca- 
tional schools act.” At present, a class 
of certified welders are taking an ad- 
vanced course in our experimental shop. 
We loan the room and the electrical 
equipment. The power company fur- 
nishes the electric current free. The in- 
structor is paid by the government. The 
students, therefore, have only to fur- 
nish their own acetylene equipment, gas 
and rods. 

One profitable fact about this busi- 
ness is the unexpected business which 
may be developed from apparently in- 
significant circumstances. It is one of 





FUNCTIONS OF OUR WELDING 
SPECIALISTS 


1. He is a missionary, spreading the gospel 
of welding at every opportunity, in the 
larger industrial plants especially. 

2. He is an instructor. While the regular 
supply salesmen have attended welding 
school, further instruction is made avail- 
able to them in the company’s experi- 
mental shop under the direction of the 
specialist. 

3. He is a salesman. While essentially a 
technical man, our specialist possesses the 
sales instinct and nothing slips by him that 
might lead to a sale. 

4. He watches new developments, which 
enables him to make valuable recommen- 
dations concerning the addition of new 
products. 





A corner in the Haseltine experimental shop, showing an 
arc welding machine at the left. 
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Welding equipment in the window of the Haseltine 
show room recently completed. Note the samples of 
welding wires and rods and the big saw. This saw 
had been cracked and a large hole knocked out of 
the center. It was rescued from the scrap heap and 
repaired. This window has a world of sales power. 


the things which keeps us all interested and keyed up. 
To illustrate, a contractor came into the store from east- 
ern Oregon recently to buy four 1%-inch by 8-inch 
machine bolts. Our floor salesman filled the order and 
then asked if there was anything else, mentioning 
welding wire. The man said that he was not inter- 
ested in wire just then, but would be later, as he 
had come to town to buy an arc welding machine. Our 
floor salesman then introduced him to me and | told him 
about the merits of our equipment. In the meantime, we 
located Beeler and put him on the job. We took the 
prospect out to our welding room, got a line on his prob- 
lem and demonstrated our equipment. As a result, the 
next week, he bought an $800 arc welder. 

After the machine was sold and delivered, we did not 
consider the incident closed. We wanted to make sure 
that our customer made proper use of the equipment. 
Therefore, we sent Beeler out to his place of business 
to study his requirements thoroughly and start him off 
on the right foot. 

This particular incident is mentioned not because 
it is extraordinary in any way, but simply to show the 
result of interest and team work on a specialty such as 
welding equipment as contrasted with the ordinary order 
filling which many of us are apt to do on the staple lines. 

The future for welding in all its phases looks to us 
exceedingly bright. A 19-story all-welded steel sky- 
scraper has just been completed in Dallas, Texas. Weld- 
ing is used in nearly every metal working trade, The 
trades which use but little welding today will be using 
more tomorrow. Manufacturers are redesigning their 
machines for welded construction. 


ie our opinion, one of the most profitable markets for 
the industrial distributor of today and tomorrow lies 
in the intelligent selling of welding and cutting equipment 
and supplies. The field has barely been scratched, so the 
distributor who goes after the business hard today will 
cash in more and more as time goes on. 
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If manufacturers would determine the sales and profit 
possibilities of their products by territory, and then 
build their distributing outlets accordingly, much of the 
present-day misunderstanding concerning distribution 
problems would be done away with 





Planned Distribution 


By E. A. HIRSHON 


Sales Manager, W. S. Wilson Corporation, 
New York City 


HY are so many manufacturers apparently con- 
W\ tent to place the entire sales burden on the dis- 

tributor and then complain because he does not 
produce a volume of sales comparable to what they con- 
sider the potential market? 

The obvious answer is that many manufacturers are 
thinking almost entirely in terms of sales, giving too 
little thought to the actual needs of users. 

If these manufacturers were to plan their distribu- 
tion policies with the idea of securing user acceptance, 
they would not be so much interested in how many dis- 
tributors they could get to carry their products, but 
rather how many dis- 
tributors they could tie- 
up with, who are capa- 
ble of doing the proper 
kind of selling job. 

Manufacturers, who 
want the latter type of 
distributor to represent 
them must assume three 
important — responsibili- 
ties: 1. Determine, by 
market analysis, where their products can be sold; 
2. Make available all the facts as to how their products 
can be sold in specific industries, and 3. Establish a defi- 
nite, protective distributor sales policy. 

Before a manufacturer even begins to look for a dis- 
tributor in a specific territory, he should analyze his 
market thoroughly; classify his product as to uses in 
specific industries; and determine his market potential. 
He should know, for example, how many industries there 
are in a given territory in which his product can be used 
to advantage, and the approximate number and size of 
plants in each industry. 

To classify and explain product uses by industry 
should be a simple task for the manufacturer. Past ex- 
perience should supply this data readily. 

To secure a list of users by industry, in any given 
territory, should also be a relatively simple matter. Trade 
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is available on request. 


MILL SUPPLIES’ Market Deter- 
mination Plan, announced several 
months ago, is a definite guide to 
planned sales and profits. A book- 
let explaining the plan in detail 


directories, trade associations, trade periodicals, Cham- 
bers of Commerce, and Government Departments have 
a wealth of this kind of information. 

With this data compiled, it would be easy to deter- 
mine the potential market, and seek distributing connec- 
tions in terms of that market. 

The manufacturer who arms himself with that kind of 
information puts himself in an enviable position. He 
can speak with authority as to how much sales and profit 
a given market ought to yield. He can provide the dis- 
tributor with a tremendous fund of sales knowledge and, 
in turn, demand rather definite results. 

The carrying out of this method of planned 
selling through key distributors will, of course, 
vary somewhat with products and territories. 
However, it is apparent that the manufacturer, 
who can show a definite profitable market for 
his products, will receive a most favorable re- 
ception from the distributor. 

As a matter of fact, I believe most progres- 
sive distributors would jump at the chance to 
tie-up with such a forward-looking manufac- 
turer. This being true, the manufacturer would 
be in a position to select his distributor outlets carefully. 

The time, money and effort required of a manufac- 
facturer to make a thorough market analysis is insig- 
nificant when compared with the results. 

If manufacturers were to adopt a policy of market 
determination, and then follow it up with the careful 
selection of key distributors, it is my belief that many 
unsatisfactory conditions facing industrial distribution 
today would be greatly improved. Distributors would 
know before taking on a line what to expect in the way 
of sales and profits. Manufacturers would know how 
much business to look to for and could plan accordingly. 

The mill supply industry needs more planned dis- 
tribution—facts on what, where and how to sell. Dis- 
tributors can help in effecting improvements along this 
line by encouraging manufacturers to get the facts and 
make them available. 
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to Sell Food Products Plants 


HE food products industry 
provides 25.8% of the total 
industrial market, by number of 
plants, served by industrial distribu- 
tors. As a group, this industry buys 
a higher average percentage of its 
total supply requirements from dis- 
tributors than do many other industry 
groups. However, a careful analysis 
of the market for mill supplies in the 
food industry shows that distribu- 
tors have overlooked many valuable 
sales opportunities which should be 
cultivated. 

The advantage held by distributors 
in marketing to food products plants 
is shown by a recent survey conducted 
by Mitt Suppties in which the pur- 
chases of 17 representative plants 


By H.W. BARCLAY 


Director of Marketing, Mitt Suppties 


While the food products industry already buys 
a large percentage of its supply requirements 
from distributors, there are many additional 
sales opportunities to be taken advantage of 


believe however, that the distributor 
is essential, as is shown by the fol- 
lowing statement of Louis E. Lev- 
erone, vice-president and general man- 
ager of the Stein-Hall Manufacturing 


Company, Chicago: “I do not see how 
the distributor can possibly be elimi- 
nated. The ordinary industrial con- 
sumer uses most manufactured prod- 
ucts in such small amounts that the 


were analyzed. This analysis shows 
that 12 out of the 15 plants, from 
which complete data were obtained, 
buy 80% to 100% of their require- 
ments from distributors. In half of 
these plants, the operating men and 
purchasing officials suggested that im- 
proved sales methods should be used 
by the salesmen calling on them. They 


“I do not see how the distributor can pos- 
sibly be eliminated,” says L. E. Leverone, 
vice-president and general manager, Stein- 
Hall Manufacturing Company, Chicago. 











What a Recent Survey of Food Products Plants Shows 























Type of Plant nee No. of distributors! Why Distributors Get the How Distributors Can Improve Services 
supplies patronized Business 
Bottling Plant 3,000 4 |Reduce Inventories Salesmen should specialize more 
Bottling Plant 1,000 4 Reduce Inventories Salesmen should specialize more 
Ice Plant 5,000 3 Reduce Inventories Salesmen should specialize more 
Ice Plant 3,000 5 Reduce Inventories Salesmen should specialize more 
Confectionery Plant | 25,000 5 Reduce Inventories Salesmen should specialize more 
Meat Packing Plant | 50,000 15 Immediate Delivery Salesmen should study lines better 
Condensed Milk Plant 20,000 6 Immediate Delivery Improve sales methods and be better 
informed 
Canning Plant 25,000 8 Immediate Delivery Improve delivery service 
Canning Plant 1,000 4 Reduce Inventories Prices are occasionally exorbitant 
Sugar Plant 5,000 3 Reduce Inventories Peake eget Gateee oi tes terere 
Flour Mill 5,000 3 Reduce Inventories More calls from salesmen 
Flour Mill 3,000 3 Reduce Inventories | eT ee ee 
Packing Plant 45,000 20 Immediate Delivery ery Saree eo er ee ee ner: 
Brewery 5,000 5 Immediate Delivery si Salih aanisatte aerials 
Brewery 3,000 2 Consolidate Orders | SP Satie & pean cata Sa beeen ee 
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cost of distribution, 
when sales are made 
direct by the manu- 
facturer, is prohibi- 
tive. The distributor 
is in a position to buy 
from different manu- 
facturers in such 
quantities as to make 
his account attractive. 
The distributor can 
then offer the con- 
sumer goods from 
many manufacturers, 
giving much better 
service at a lower net 
cost than if purchases 
were made direct 


Sheet metal work around 
flour milling plants often 


A 1,500,000-bushel grain elevator which is typical of requires the use of an elec- 


the type included in a recent survey. This survey shows 
that the average annual purchases of mill supplies by 
gtain elevators are $3,792 per plant. Every grain ele- 
vator is a prospect for power transmission supplies and 
lubricating oils and greases. Many of them operate 
steam power plants which require pipe, valves, pipe fit- 
tings, tools, steam and water packing and other power 
plant specialties. 





from the manufac- 
turer.” 


tric hammer. 


From the standpoint of plant maintenance, B. W. 
Thayer, superintendent of the Stein-Hall Manufactur- 
ing Company, finds many advantages in buying from 


distributors. He says: 


(Continued on page 101) 











Food Products Industry at a Glance 





Percentage of in- 
crease or decrease 
in No. of plants 
since 1919 


No. of 


Type of Plant Staite 


Beverage plants 
Bread 


4,769 
18,129 
Butter, cheese, milk 6,721 
Canning and preserving 4,773 
Cereal preparation 77 
Chewing gum | 40 
Chocolate and cocoa | 69 
Coffee and spice 784 
Confections 
Corn sirup, corn oil, starch 26 
Flavoring extracts and syrups 500 
Flour and grain mills 
Misc. food products 
Ice cream 
Manufactured ice 
Lard substitutes and veg. cooking 

oils 
Macaroni, spaghetti, vermicelli 

and noodles 
Malt 
Oleomargarine 
Peanuts, walnuts and other nuts 
Rice cleaning and polishing 
Sausage, meat puddings, head- 

cheese and sausage casings 
Slaughtering and meat packing 
The sugar industries 
Beet sugar 
Cane sugar 
Cane sugar refining 
Vinegar and cider 














Cost of Materials, 
supplies, fuel and 
power 


$ 95,430,198 | 
693,236,163 | 
897,804,349 | 
398,077,158 | 
91,748,332 
27,167,504 
90,422,852 
284,652,793 
218,372,553 
90,905,776 
51,090,727 
972,711,040 
98,248,740 
150,602,029 
40,815,512 


135,694,358 


27,433,792 
17,186,750 
27,145,141 
45,890,488 
46,480,679 


60,215,599 
2,663,740,403 
636,441,459 
79,016,770 
5,830,411 
551,594,278 
5,858,241 


Horsepower 


153,731 
284,244 
230,918 
208,405 
50,979 
10,097 
62,742 
42,542 
110,595 
81,003 
27,963 
641,608 
34,773 
206,315 
965,406 


33,462 


21,406 
15,390 

8,746 
13,956 
23,012 


19,980 
489,576 
274,707 
142,023 

45,705 

86,979 





Percentage of increase or de- 


crease in value of supplies, 
fuel, and power since 1919 


—19.8 

—9.2 
—86.8 
—16.7 
—62.3 
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Why Selling through 
Distributors Pays 


The second of a series of articles based 
on industrial distribution facts secured 
by research under the direction of The 
Joint Merchandising Committee of the 

Mill Supply Business 


Society of Industrial Engineers, Chicago, there 

are four expenses which should be included in 
the cost of distribution: selling, merchandising, market- 
ing and servicing. The committee defines these four ac- 
tivities as follows: 

1. Selling is the accomplishment of the transfer of 
ownership of goods in their movement from producer 
to consumer. 

2. Merchandising is that activity which facilitates the 
disposition of goods by considering the wants and pref- 
erences of the prospective buyer. 

3. Marketing is the selection and use of the agencies 
of distribution to move goods from the producer to the 
consumer. 

4. Servicing is the maintaining of good will by ren- 
dering essential services in applying products correctly 
in use and insuring efficient performance on products in 
service applications, 

In the distribution of industrial supplies and equip- 
ment, let’s see what the advantages are from the stand- 
point of the manufacturer, in using the services of the 
industrial distributor. 

1. Selling advantages gained by the use of distributors 


\ CCORDING to the Committee on Research, The 


a. Distributors’ salesmen present sales arguments to 
more users than the manufacturer could reach by 
selling direct. 

. Listing of products in distributors’ catalogs places 
sales information before a larger portion of the 
market than the manufacturer can reach with his 
own catalog. 

>. Distributors’ salesmen call on prospective customers 
more frequently than manufacturers’ salesmen. 

. Sales and price information is more accessible for 
the buyer when manufacturers sell through distrib- 
utors. 

. Added prestige of distributors’ reputations aids in 
breaking down sales resistance of users. 

. Personal acquaintances with buyers, enable distribu- 
tors’ salesmen to secure better consideration of sales 
arguments. 
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. Distributors’ salesmen contact 
buyers at the “actual buying 
moment.” 

. Distributors introduce new 
products with a minimum of 
sales expense. 

Distributors’ salesmen have 

close acquaintance with the 

men in the plant who specify 

products. 

2. Merchandising advantages gained by selling through 

distributors are: 

a. Distributors’ salesmen have a superior knowledge 
of the buying habits of local industries. 

b. Distributors’ salesmen have a superior knowledge 
of service conditions inside individual plants. 

c. By providing manufacturers with merchandising 
data, distributors perform an extremely important 
economic function, which (Continued on page 70) 

















WHAT EXPENSE SHOULD 
BE INCLUDED IN 
“COST OF DISTRIBUTION" 


FOUR DEFINITE COSTS 








SELLING: MERCHANDISING; 


THAT ACTIVITY 

WHICH FACILITATES 
THE DISPOSITION OF 
GOODS BY CONSIDER- 
ING THE WANTS AND 


FROM PRODUCER 
A paerenances OF THE 
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CONSUMER 
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DISTRIBUTION; 
THE SUM TOTAL 
OF ALL THE 
PROCESSES AND 
ACTIVITIES INVOLVED IN 
THE MOVEMENT 
OF GOODS FROM 
PRODUCER 


To 
CONSUME 








MARKETING ; 
THE SELECTION AND 


OF THE 
achities OF DISTRI 


BUTION TO MOVE 
GOODS FROM 

PRODUCER TO 
CONSUMER 


SERVICING; 
MAINTAINING GOOD 
WILL BY RENDERING 
ESSENTIAL SERVICES 
IN APPLYING PRODUCTS 
CORRECTLY IN USE AND 
WSURING EFFICIENT PIR 
FORMANCE OF PRODUCTS; 
|i SERVICE APPLICATIONS 






































DEFINITIONS BY : 

THE COMMITTEE ON DISTRIBUTION RESEARCH, 

THE SOCIETY OF INDUSTRIAL ENGINEERS, 
CHICAGO,ILLINOIS. 














WHO's WHO 


J.L. PITTS 


President, Brown-Roberts Hardware and Supply Company, Alexandria, Louisiana 








HERE is an old saying, “True 
succéss is the ability to per- 


suade others to take infinite 
pains.” Since no one man in any proj- 
ect or business can perform all the op- 
erations himself, the most valuable 
man is the one who has this knack of 
selling his associates and subordinates 
on the importance of doing things 
right. 
John Pitts is that kind of a man— 
a born organizer with a penchant for 
straightening out muddles. Give him 
anything from a tangled fish line to 
a civic catastrophe and he will have 
everything running smoothly in no 
time. Naturally, this characteristic 
has been valuable in his business life, 
which has been full of problems that 
could only be solved by quickly de- 
vising new set-ups to replace the old. 





.? L. PITTS’ unusual 


talent as an executive has been extended beyond 
his own business to the benefit of his city and of 
the mill supply industry as a whole. He has been 
an active member of the Joint Merchandising 
Committee of the Mill Supply Business since its 
inception; and at the time of the disastrous flood 
in the south he proved that his organizing ability 
was not limited to the world of business, for he 
successfully directed the entire Red Cross relief 
program around Alexandria. 








Mr. Pitts was born at Rayville, 
Louisiana, June 16, 1877. He had no 
particular hobbies or ambitions as a boy, except that he 
liked to see even the games and make believe of child- 
hood properly staged and efficiently executed—an early 
indication of his love for organization work. 

When he was 10 years old, the family moved to 
Ruston, another Louisiana town, about 100 miles from 
Rayville. He attended school in both places and later 
studied at Ruston College. In 1893, when he was 16, 
he left Ruston to live on a farm owned by the family, 
remaining nearly five years. 

Since his father was dead and he had two sisters he 
naturally felt his responsibility to earn more money and 
help his mother. So when he was 21, having decided 
there was no money in four and a half cent cotton and 
being anxious to begin business life, he got a job in a 
retail hardware store in Ruston. Although it was not 
a big job, it gave him a start and a great deal of valu- 
able sales experience. 

After he had been in the store two years, the Ruston 
Hardware and Supply Company was founded. This 
was good news to the young salesman and he lost no 
time in seeking a connection. Immediately he went on 
the road, covering northern Louisiana. This was a pio- 
neering venture, but the time was opportune as the 
railroad and timber development was beginning to 
boom. 

In 1910, the company which had started with $75,000 
capital, was merged with the Alexandria Hardware 
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Company at Alexandria, Louisiana; the firm name was 
changed to the Brown-Roberts Hardware and Supply 
Company with a capital of $250,000 and John L. Pitts 
was made sales manager. 

His work must have been satisfactory and produc- 
tive, for when G. M. Hardy died in 1914, Mr. Pitts 
was made general manager. He was now in a posi- 
tion to carry out organization plans to meet changing 
conditions. 

Another change occurred in 1920 when Mr. Pitts’ rec- 
ord won for him the presidency of the company. In the 
10 years since the merger the firm had prospered and 
the capital and surplus had reached $425,000. Since 
then many lines have been added and policies adjusted 
to keep up the volume of business which was naturally 
cut down as the timber was “sawed out.” The present 
territory, now covered by six salesmen, is enlarged, con- 
sisting of central Louisiana, and southern Arkansas. 

The old Alexandria Hardware Company store at 
Second and Johnson Streets, is now used as a retail 
store, with the main plant in the company’s own made- 
to-order building at Third and Xavier Streets. 


OTH the merging companies were members of the 
Southern Supply and Machinery Distributors’ As- 
sociation and, of course, that membership is in effect 
today. Mr. Pitts is active in the Chamber of Commerce, 
of which he is past president. As (Turn to page 74) 
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NEW TYPE OF BLADE INSURES BETTER 
WORK 


In this company’s machine shop, the blades on the 
power hacksaw are subjected to unusually hard usage. 
To eliminate breakage and save the time required in 
constant changing, we sold a new type of blade costing 
five times as much as the old one. In addition, by 
broach-grinding the new blade three inches from the 
starting end, the shock of the first contact, which or- 
dinarily caused breakage and trouble, was reduced to a 
minimum. 


A 


Po seems to me that there is a parallel between the 
stlesman calling on industrial plants for business 
and aman looking for a job. When a fellow goes 
into the employment office and says: “Do vou need any 


help today 7" he is Just one of several hundred applicants 
who use the same approach (on the other hand, if he 
makes clear the experience he has 
had. he takes himself out of the rub 


ber-stamp class and is likely to at 
tract special notice 
LS 


DIE-CUTTING MADE EASY 

On this fine work, the use of a 
flexible shaft was formerly attended 
by difficulty on the part of the oper- 
ator in applying the cutters to the 
work. This was because the shaft 
was stiff and awkward to handle. The 
problem was solved by selling a shaft 
with an extra spring and a dentil hand- 


piece. This made the operation prac- 
tically as easy as writing with a pen- 
cil. Two shafts have already been 


sold and more will be used later. 


lt 





Soitis in selling the plant buver, engi 
neer, or foreman. Phe best way to litt 
vourself out of the “order-taker” class 
is to. offer specitic products which will 
prove protitable to the buver, This calls for careful 
study of the needs of customers and prospects, 

This “Sell Think Something More” idea, it) seems te 
me, should be a permanent part of every. salesman’s 
plan, but if there is ever a time when it is sorely needed, 
itis when business conditions in general are not so good, 

When business is not booming, users are more than 
willing to give vou free reign if you can show them the 
Way to inerease profits. Modern equipment, properly 
applied, always will pay a profit and so wherever pos 
sible, | seek the opportunity to survey users’ plants with 
the idea of suggesting where savings can be made by 
modernizing. 

let me show how this plan has worked out in one of 
the plants we serve, the Milwaukee Lace Paper Com 
pany 

The above plant operates a power hacksaw in its 
machine-shop and had been using a carbon blade, which, 
though all right in 
Its) place, was not 
holding up oon the 
toueh work it had to 
do. By pointing out 
the advantages, — | 
sold a high-speed 
blade costing live 
times as much as the 
old one. By broach 
grinding three inches 
from the — starting 
end of the table, the 
shock of the first 
contact, which usu- 
ally caused trouble, 
was reduced to a 
munimum. Under old 
conditions, the teeth 
would break off and 
lodge in the work. 
This trouble 9 was 
done away with and 
consequently the 
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<The sixth of a series of articles» 


Him Something More 


saving in blades and dabor fully justiticd the merease:| 
cost of the high speed blade. 

\nother sales opportunity was apparent in this plant 
in connection with a flexible shaft used to operate small 
tools and grinders in die-making. Because this is pre 
cision work, the handling of the tubing must be made 


easy for the worker. | learned that the shaft in-use 
needed to be improved upon, and so | sold one with an 
extra spring init and a dentil handpiece. This arrange 


ment proved very satisfactory. 

Set serews are used in many parts of a factory for 
maintenance and repairs as well as production purposes. 
In tightening, many screws are stripped or broken, caus 
ing loss and delay. The Milwaukee Lace Paper Com 
pany was faced with this problem and so | ottered for 
tests an allov. stecl, heat-treated serew which can be 
turned until it is foreed through the block without dam 
age to the serew. The tests were successful and | 
landed the business. 

Being encouraged to seek other applications, | checked 
the air hose used in the plant and noted that the ordi 
nary coupling made connecting and disconnecting a slow 
job, This afforded an opportunity to introduce a new 
combination valve and quick-action coupling. This de 
vice not only provides instantaneous connection, but 
makes it unnecessary for the workman to go back to 
the source of supply to turn off the air before discon 
necting. Likewise, when the connection is made, the an 
is instantly available through the whole line 

My attention was next focused on a machine 


paper is fed and re 
moved by a row of 
convevor belts. Vha 
belts in use stretched, 
some more than oth 
ers, which meant the 
paper would — not 


feed straigl 


it. Some 
times an open flame 
was used below the 
paper and this also 
atfected the belts. 1] 
mentioned the fact 


that | could) furnish 


a belting which was 
rod affected by 

Cal lie Mra lie l oy] 
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By E. A. CRANE 


Salesman, Western lron Stores Company 
Vilicaukee, Wisconsin 


NEW COUPLINGS SAVE MUCH TIME 

An important feature in the use of air hose around 
a plant is the connecting and disconnecting of hose. 
With the coupling formerly used, this was a laborious 
task. The suggestion was for a number of quick-action 
couplings, combined with an automatic valve. These 
couplings can be snapped on and off at will, and the 
operator does not have to go to the source of supply 
to shut off the air before making a connection, 


SOLVING THE SET SCREW 
PROBLEM 

Every plant uses set-screws in) many 
different places. After checking up on 
the problems of the ordinary screws being 
used in this plant, we requested that vari- 
ous workmen test our screws—an alloy 
steel, heat-treated screw of unusual dura- 
bility. After showing that it could be 
turned until it was driven through the 
block without stripping or breaking the 
screw, this make was adopted and proved 
highly satisfactory, saving the time usually 
wasted in removing broken screws, and 
showing an additional saving of — the 
screws, 
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was followed and the new belt elim- 

inated much trouble and waste. 
This firm must handle a 

number of various sized rolls of pa- 


large 


per. even the small rolls, however, 
are heavy and to provide a_ satis 
factory system for handling them, 


| suggested the installation of a 


chain hoist running on a trolley. 





The “Sell Him Something More” 
plan, it is apparent, cannot be car 
ried out by just asking for more 
appli 
cation must be suggested and this 


business. Definite product 


calls fora lot of investigating. Some 
leads can be dug up without help, 
but most often vou learn of require 


ments by vetting out and 


actually 








INTRODUCING A STANDARD 
SYSTEM OF PAPER HANDLING 


In this company’s operations, 


1] 


vast 


amount of paper must be handled in rolls 


of various sizes, but all of them heavy. 


For 


this work we suggested and sold a chain hoist 


which runs on a trolley. 


so satisfactory that another was purchased 
within a short time. 





This hoist proved 


used to feed and remove 


go into the machine on 


talking with the men in the plant. 
I make it a point to win the con 
fidence of the men who specify prod- 
ucts to be purchased by being cer- 
tain of my ground before recom 
mending. By operating in this way, 
[ am always pretty sure of being 
called on for further suggestions 
whenever the occasion arises. 


A SUGGESTION THAT 
GOT THE PAINT BUSINESS 
Most factory walls need white paint at 

intervals to keep them fresh and clean, 
and to aid the workman by improving 
lighting conditions. After a trvout of our 
paint in the machine shop, we were able 
to sell additional quantities, as this work 
was gradually extended throughout the 
plant and into the new set of offices 
shown to the left. 





SUGGESTING THE RIGHT BELT GOT THE 
BUSINESS 


This company had trouble with the conveyor belting which was 


the sheets of paper from the machine. The 


belt being used would stretch unevenly, thus causing the paper to 


the bias. We had just the sort of belt to 


take care of this situation, and sold it after showing that it was un- 
affected by heat, cold, or moisture. 
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“BRUSH CONSCIOUS” 
SALESMEN BUILD 
BRUSH BUSINESS 


Distributors’ salesmen who 
have become ‘‘brushconscious’”’ 
are alert to the fact that every 
customeris a prospect for oneor 
more types of Osborn brushes. 


Every customer as well as every 
prospective customer represents 
Osborn Brush business. The 
sum total of this business is the 
worthwhile goal toward which 
every real ‘“‘brush conscious’’ 
salesman strives. 


As a salesman progresses, he 
automatically develops a 
greater brush service to his 
customers. Appreciation of 
this improved service is re- 
Hected in repeat business. 


C. W. TITGEMEYER 


Vice-President, The Oshorn Manufacturing Company 





KNOW THELINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 

Floor Brushes 

Push Brooms — Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 


Special Purpose Brushes 


THE OS80RN MANUFALTURING LOMPANY 


5401 Hamilton Ave. - Cleveland, Ohio 
Sales Branches 


New York, Detroit, Chicago, San Francisco, 
Los Angeles 





srus 


Published by 
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“* The definite distributor policy and the practi 
cal sales cooperation of The Osborn Manu 


facturing Company help us maintain a high 
standard of brush service for our customers.” 


O.c. SCOTT 


Directing Supply Sales 


untry Sales 


THE E. A. KINSEY CO. OF CINCINNATI 
Goes Into Action With Osborn Brushes 


Early this year, The FE. A. 
Kinsey Company determined 
to develop their potential 
market for brushes. 


Louis Pecsok, Osborn factory 
representative had presented 
the brush business in an en- 
tirely new light. 


Convinced that Osborn co- 
operation with distributors 
meant what it said and offered 
a backing of quality products 
and practical help to sell those 
products, The E. A. Kinsey 
Companywentintoaction with 
Osborn Brushes. In comment- 
ing on their progress to date, 
an official of the company said 
“our entire organization 1s 
enthusiastic over the mount- 
ing sales of Osborn Brushes. 


“We have become ‘Brush 
Conscious’”’, he continued, 
“and we feel Mr. Pecsok did 





* The Osborn Manufacturing Co. 


“*The enthusiastic cooperation of the Osborn 
organization has left nothing to be desired 
and ave feel that Osborn Brushes weill be- 
come one of our leading lines.” 


RUSSELL M. EASTON 
Directing Supply Sales 


ity Sales 


us a favor when he convinced 
us that the Osborn line of 
Brushes would prove a profit- 
able line to distribute.’’ 


In order to maintain a high 
standard of service in their ter- 
ritory The KE. A. Kinsey Co. 
use exceptional care in select- 
ing lines for representation. 
Their selection of Osborn 
Brushes was made only after 
a close examination into the 
complete Osborn Plan. Edu- 
cation of salesmen inthe correct 
application of Osborn Brushes 
is considered an important 
factor of Osborn cooperation. 
The FE. A. Kinsey Company 
is strong in the belief that, by 
working hand in hand with the 
Osborn organization, Osborn 
Brushes will become one of 
their leading lines. 
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No. 


No. e¢7 Hand Brush 


No. 50 Machinists 





OS Can 








Whisk Broom 





Scrubbing Brush 





r Deck Scrubbing Brushes 












Building Bigger 


A Miscellaneous Group 
of Osborn Brushes Help 
Widen the Scope of the 
Osborn Distributor’s 
Service 


A conscious’ salesman of anOsborn Distributor 
is on the alert for every kind of brush requirement. 
He thinks in terms of BRUSH SERVICE which 
means that he is ready to meet practically every cus- 


tomer demand for a brush. 


The chief purpose of presenting Osborn Miscellaneous 
Brushes on these pages is to give the ‘tbrush conscious’’ 


‘ 


salesman an ‘‘eye picture’’ of this group so that he 
will be prepared to quickly meet any one of a great 


number of miscellaneous brush requirements. 


Detailed specifications of these brushes cannot be 
listed here because of space limitations but are readily 


obtainable in the Osborn No. 175 Catalog. 


LOSBOR® 





Single and Double Spiral Flue Brushes 


No. 53740 Flue Brush 
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Brush Business 


An Innovation in Brush 


Selling—The Osborn 
Guide to Better Brush 
Service 


(ress is making every effort to simplify brush 
selling for industrial distributors and their sales- 


men. An entirely new style of catalog is now in 





AD RAL 
Platers Brushes (9 stzes) 
oe! = 


GP Roe 
Wadia A} 


No. 307 Cotton Potash Brush 





No. 034 Platers Brushes 
preparation which will make the ‘tbrush conscious’’ 


salesman’s job easier than ever before. 


This new catalog will go far to help a salesman con- 
vince his customers that concentration of brush = pur- 
chases in the Osborn line is a sure way to obtain com- 


plete and economical brush service. 


The Osborn Plan of Co-operation with Industrial 
Distributors is getting results for every distributor who 


is tving in with the sales principles set forth in the Plan. 





THE OSBORN MANUFACTURING COMPANY 


INCORPORATED 


§401 HAMILTON AVENUI a CLEVELAND, OREO 


LOSBOR®S 


Bridled Casting Brush 











mms No. 666 Roof Brush 
No. 204-1, 204 


Moulder’s Hard Brushe 








Moulder’s Soft Brush No, 250 Voulder’s Soft Brush No, 205-8 and 20 





| } \'| | 4 , i »! \ 
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No. 003 Roof Brush 
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The Mark of Better Brush Service 


KEY to ILLUSTRATION 


1 Paint and Varnish Brushes 
2 Wire Wheel Brushes 

3 Wire Scratch Brushes 

4 Counter Brushes 

5 Miscellaneous Brushes 

6 Upright Bass Brooms 

7 Floor Brushes 

8 Fibre Wheel Brushes 

9 Window Brushes 
10 Push Brooms 


NOTE: 
The Osborn No. 175 Catalog contains 
illustrations and specifications for all 


standard types of Osborn Brushes, 


An Improved Method 
of Buying 
Industrial Brushes 














Osborn Brushes have uses in every industrial plant. 


ODAY, many well informed buyers are 
adopting a more effective method of selecting 
industrial brushes. 


These buyers permit the representative to check off in 
the Osborn No. 175 Catalog each Osborn brush that is 
best suited for a particular requirement. This survey 
rounds up every production and maintenance use 
into an informative guide to correct brush service. 


Full responsibility is centered in one reliable source 
of supply. Simplification of brush purchasing is easily 
established. Ultimate economy is a direct result. 


THE OSBORN MANUFACTURING LOMPANY 


oarcaarse 

5401 HAMILTON AVENUE CLEVELAND, OHIO 
Sales Branches— New York, Detroit, Chicago, San Francisco, Los Angeles 
The name of the Osborn Distributor nearest you will be gladly furnished. 




















Associations Tie-In Closer with 


Merchandising 
Committee’s 




















F. W. Glover 


REVIEW of the proposals 
Amie to the Merchandising 

Committee for heading up the 
program which is already under 
way; the invitation tendered Presi- 
dents D. C. Jones, H. H. Kuhn, and 
F, W. Glover of the American, Na- 
tional and Southern Associations to 
become active members of the Joint 
Merchandising Committee; the ac- 
ceptance of the invitation by the 
three presidents; and the setting up 
of an executive committee were the 
high lights of the June 10 meeting 
of the Merchandising Committee in 
Akron, Ohio. 

Up until the present time, the 
Committee’s work has been carried 
on in a rather informal way. The 
new set-up ties in the Associations 


ork 


Presidents Kuhn, 
Jones and Glover of 
the Nattonal, Amert- 
can and Southern As- 
sociations accept the 
invitation of The Joint 
Merchandising Com- 
mittee to become active 
members of the organ- 
ization 




















. Jones 




















H. H. Kuhn 


Hofacker, is to have active charge of 
the operations of the Joint Merchan- 
dising Committee. It shall cooperate 
with standing committees, special 
committees and employees of the 
Committee to further develop the 
work that has been or is to be under- 
taken. 

It shall have supervision of and 
be responsible for all property and 
funds belonging to or coming into 
the possession of the Committee. 

It shall engage the services of all 
employees and delegate necessary 
authority to carry out the program. 

The personnel .of the Joint Mer- 
chandising Committee under the new 
arrangement is as follows: H. H. 
Kuhn, C. A. Channon, L. G. Puchta, 
F. W. Glover, F. M. Archer, J. L. 





closer with the work and puts the entire program on 
a more formal basis. 

The executive committee, composed of L. G. Puchta, 
chairman; H. H. Kuhn, C. A. Channon, F. W. Glover, 
F. M. Archer, D. C. Jones, R. M. Gattshall and F. J. 


JULY, 1931 


Pitts, D. C. Jones, D. S. Brisbin, R. M. Gattshall, D. W. 
McAllen, F. J. Hofacker, H. R. Ireland, and A. E. 
Paxton. G. A. Fernley, R. K. Hanson, and A. M. 
Smith were appointed active advisory members and 
H. W. Barclay was made (Continued on page 68) 
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Where is Business Headed? 


OW long is this depression going to 
H last? This undoubtedly is the most 

discussed question of the hour. For 
24 months now, we have been in the throes 
of subnormal business. Are present condi- 
tions to continue or are we soon to be well 
on the way to recovery? 


Most economists and business leaders are 
agreed that business has been bumping along 
bottom for several months. Many state quite 
definitely that the general trend is now 
upward. 


Such outstanding business prognosticators 
as Colonel Ayers, Roger Babson, David Fri- 
day and William Foster have stated that 
business is definitely on the mend. 


Mr. Babson has said that he will stake his 
reputation on the fact that business is push- 
ing its way back to normal. 


Professor William Trufant Foster, eco- 
nomist of Pollock Foundation, Boston, re- 
cently said: “Today, the major economic 
factors are more favorable to a rapid recov- 
ery of business than they were in 1921. It is 
my sober belief that just as the depressionists 
of 1921 were routed, so the depressionists of 
1931 are in for a rude awakening.” 


Recent happenings bear out the predic- 
tions of these leading economists, too. Presi- 
dent Hoover’s war debt moratorium plan, 
the rise of commodity prices from recent low 
levels, the sudden spurt in the stock market, 
the railroads’ petition for an increase in 
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freight rates, the action of Federal Reserve 
Banks in lowering rediscount rates have had 
a stimulating effect on business sentiment. 


Business men are regaining confidence and 
that is important. As George Puchta, presi- 
dent, The Queen City Supply Company, 
puts it, “Lack of confidence is one of the 
main contributing factors to every business 
depression. Increased buying and more em- 
ployment would restore confidence. 


“Almost all manufacturers are selling their 
products at cost or less and there is no 
incentive to buy in declining markets. 


“If all manufacturers would make it 
known that present prices under no circum- 
stances, would be reduced, but rather ad- 
vanced as soon as possible, buying would be 
stimulated, unemployment reduced, confi- 
dence restored, and a decided improvement 
over present conditions brought about.” 


enn 


A Drive for Better Business 
ya July, August and September issues 


of Mitt Suppuies have been desig: 

nated as “The Drive for Better Busi- 
ness Issues.” A practical editorial program, 
built around the idea of industrial modern- 
ization, has been prepared. Emphasis is being 
laid on the opportunities for selling modern 
products which are available. New and im- 
proved items announced by manufacturers of 
recent months are listed in a special section. 
Three full pages of them appear this month. 
Many additional ones will be published in 
the two forthcoming issues. 


Industrial users tell how they are modern- 
izing; salesmen how they are keeping profits 
up by-concentrating on products for which 
there is a known demand. 


The entire program is based on facts devel- 
oped from actual experience, not on theory. 
Far-sighted industrial users are modernizing; 
progressive manufacturers are providing im- 
proved products which make modernization 
possible, and forward-looking distributors are 
selling these products intensively. 
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One of the leading engineering firms in the 
country recently made 12 recommendations 
to industry. Three of them tie-in directly 
with the modernization idea: 1. Cut costs so 
you can meet today’s prices and yet yield a 
profit, 2. Discard every obsolete method in 
your plant, and 3. Don’t replace any machine 
with one like it—it’s out of date. 


Industrial leaders everywhere are preach- 
ing the gospel of industrial modernization. 
Distributors, who follow through properly 
on the ground work, which already has been 
laid, cannot help but profit. 


) 


Help Carry the Message to Garcia 


E received in the mail the other day, 

W a reprint from The Cotton and Cot- 
ton Oil News entitled, “The Indus 

trial Distributor.” It was written by Jack B. 
Dale, president, Briggs'Weaver Machinery 
Company, Dallas, Texas, and points out to 
users a number of important reasons why it 
pays to buy from the industrial distributor. 


Among other things, Mr. Dale makes ap- 
parent what a hopeless task it would be for 
users to attempt to buy their everyday 
requirements direct. With scores of manu 
facturers turning out practically every type 
of product, it would be a tremendous job 
just to decide which manufacturer's product 
to buy. Then after a decision has been 
arrived at as to which manufacturer is to get 
the order, in many instances the delay in get- 
ting it delivered would be prohibitive. 


“A ‘soft’ plug,” Mr. Dale says to the cot- 
ton oil man, “does not cost much from your 
industrial distributor, but what if there were 
no distributors available? Long shut downs, 
or keeping a supply on hand with the cost of 
some three or four tied up in your supply 
inventory all the time would be necessary, as 
you could not afford to be without them.” 


Continuing further, Mr. Dale stresses the 
importance of quality and tells how a user is 
doubly protected when he buys from the dis- 
tributor. This effort of Mr. Dale to put the 
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facts concerning the distributor before his 
customers and prospects is noteworthy. 
More distributors should be doing likewise. 


There’s plenty of material available, ready 
to shoot, particularly since the research 
activities of the Merchandising Committee. 


Each month Mit Suppuiss is publish- 
ing a concise informative article, based on 
the facts brought out by this research work. 
Reprints of every article are available at cost. 
All you need to do is write for them. 


Distributors owe it to themselves and their 
industry to help carry the facts of economi- 
cal industrial distribution to users. Are you 
doing your part? 


Put the Plan to the Test 
ACK in January, 1928, Industrial Dis- 


tributor and Salesman, since consoli- 

dated with Mixx Supputgs, published 
a platform for individual distributors. Among 
the planks in that platform were included 
the following: Analyze your market; 2. 
Analyze your lines with regard to the known 
requirements of your market; 3. Concentrate 
sales effort on the most important markets 
and high-profit lines. 


Those three planks sum up very effec- 
tively the Market Determination Plan 
launched by Mitzi Supp.izs a few months 
ago. However, at the time the see was 
presented, no definite program for putting it 
into operation was available. It was merely 
a suggestion. All this is changed now. 
MIL. Supp ies, in its Market Determina- 
tion Plan, not only makes apparent the neces- 
sary steps to be taken to increase profits, but 
also suggests a method of operation. 


The Plan is flexible and therefore can be 
used profitably by any distributor. It is based 
on experience, secured throughout the field 
of industrial distribution. Many distribu- 
tors have already profited by it. You, too, 
should find it useful in your business. Better 
put it to the test and see for yourself. 


ULSAN 
JULY, 1931 
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Have You Heard That-- 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Woodbury and Wheeler Cha- 
lenges Depression 

66 LD Man Depression” has 
() been challenged by The 
Woodbury and Wheeler 
Company, Portland, Oregon. It is 
this firm’s belief that it is more im- 
portant to cultivate its territory even 
more intensively in hard times than 
when times are good. 
quence, three new 

taken on in May. 
These men are: Alex D. Stewart, 
in charge of the iron and steel de- 
partment; A. J. Longtim, formerly 
with the Marshall-Wells Company 
of Portland, who will call on the 
industrial trade in the city; and Jack 
Coe, who will work the territory 
around Marshfield and _ southern 
Oregon. Mr. Stewart was formerly 
with the Northwest Steel Company 
and the Barde Steel Company. Mr. 
Coe has been associated with the 
sridal Veil Timber Company, Wil- 


As a conse- 


salesmen were 


—«® 


lamette-Ersted Company and North- 
western Equipment Company. 

Since Mr. Wheeler left the com- 
pany last spring, the executive per- 
sonnel has been changed. The pres- 
ent officers are: L. F. Woodbury, 
president ; C. M. Rogers, vice-presi- 
dent, and F. F. Holcomb, treas- 
urer. These three officers comprise 
the only stockholders of the com- 
pany. 

* * * 
F. H. Satterlee Prominent Dis- 
tributor, Is Dead 

Word has been received of the 
death of F. H. Satterlee, president 
of the F. E. Satterlee Company, on 
June 12. 


2. * 
Curry Brothers’ New Catalog 
Ready 
Curry Brothers, Boston, writes that 
it has just received a handsome new 
catalog from the R. R. Donnelley and 
Sons Company. 





A freak accident which occurred at the Harry P. Leu company’s building, in Orlando, 


Florida, presents a puzzling aspect when caught by the camera. 


The window of the 


company’s building was broken by a 3-inch pipe which was sheared off at the ground 
level and forced through the glass when the wrecked automobile shown here, collided 
with a passenger train. The window happened to be dressed with a first-aid display 
supplied by the Edison Mazda Lamp Works. Mr. Leu reports that many people in 


looking at the photograph have taken the cut-out of the trained nurse for a real one. 


Belknap Hardware Makes 
Promotions 

According to an announcement by 
C. R. Bottorff, president of the Belk- 
nap Hardware and Manufacturing 
Company, Louisville, Kentucky, the 
following changes have been made in 
the officers of the company: D. E. 
Cross, formerly secretary and treas- 
urer, was made vice-president and 
treasurer; W. C. Gibson, who has 
been assistant secretary, was made 
secretary; and E. A. Converse, Jr., 
was made a director and elected as- 

sistant secretary and comptroller. 

x * x 


Great Lakes Supply Sells New 
Grinding Wheel Line 

The Great Lakes Supply Company, 
Chicago, has been appointed as ex- 
clusive distributor in the Chicago ter- 
ritory for the grinding wheels and 
abrasive products made by the Safety 
Grinding Wheel and Machine Com- 
pany, Springfield, Ohio. 

o + * 


L. M. Hughes in New Position 
with Hughes Supply 

L. M. Hughes, who has been in 
the office of the Hughes Supply Com- 
pany, in charge of general technical 
mechanical matters and heating, is 
now calling on the industrial trade. 

* 2 6 


Abrasive Machine and Supply 
Increases Space 

Since taking over the business of 
Ludlow and Squier at the beginning 
of the year the Abrasive Machine 
and Supply Company, Newark, has 
doubled its warehouse space. New 
display rooms are also being erected. 

2 * 6 


News of the Sidney B. Roby 
Company 

F. E. Laffan is now in charge of 
the automotive supplies department 
of the Sidney B. Roby Company, 
Rochester, New York. 

This company has just taken on 
the United States Tool line. 
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Safeguard Automatic 
Liquid Level Gauge 





















' Navy Type Liquid 
The leadership of Pen- aia 
berthy Products is the ; 
inevitable result of years 
of conscientious effort to 
put better materials and 
a greater measure of 
skill in their manufac- 
ture. 





The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good Screw Plunger Spring Compression 
will for the distributor ey aeamachtaed 

who handles. them. 
Penberthy Products are 
sold only through the 
jobbing trade. 





fs 
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Plain Brass 
Oil Cup 





Plain Compression 
Grease Cup 









Ejector, Syphon or Jet Pump 


PENBERTHY INJECTOR COMPANY 


ESTA 
IN 1886 DETROIT “WINDSOR ONT. 
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R. C. Duncan Represents Boston 
Woven Hose Company 


The R. C. Duncan Company, Min- 
neapolis, has been appointed to dis- 
tribute the complete line of the 
Boston Woven Hose and Rubber 
Company throughout the northwest. 
Several members of the Plant Com- 
pany, Minneapolis, the organization 
which formerly distributed this man- 
ufacturer’s line, have become affil- 
iated with the R. C. Duncan firm 
to help in the handling of the new 
lines, 

The sales organization of the Dun- 
can Company held a conference at 
Mr. R. C. Duncan’s cabin near Carl- 
ton, Minnesota, the week of June 15. 
Talks were given by representatives 
of the following companies: Boston 
Woven Hose and Rubber Company, 
Alexander Brothers, Incorporated, 
American Pulley Company, Simonds 
Saw and Steel Company, Walworth 
Company, Lunkenheimer Company, 
and Pyrene Manufacturing Com- 
pany. 


Drillers Supply Moves Offices to 
Wichita 

The sales, purchasing and account- 
ing offices of the Drillers Supply 
Company, Eureka, Kansas, have been 
moved from Eureka, to 302 Ellis- 
Singleton Building, Wichita, Kansas. 

D. M. Hawkins joined the sales 
force June 1. His office will be at 
Wichita. 


e *£ *£ 


Leu Handles New Lines 

The sale of Schafer roller bear- 
ings and Gilmer V-Belts in the terri- 
tory around Orlando, Florida, has 
recently been taken over by Harry P. 
Leu, Incorporated, Orlando. 

The president of this company, 
Mr. Harry P. Leu, attended the In- 
ternational Rotary convention at Vi- 
enna, Austria, which was held from 
June 21 to 26. After the convention, 
he planned to make a tour of Russia 
for the purpose of looking over the 
supply and machinery situation in 
that country. 


Petter Supply Company Has 
New Salesman 

J. T. Ballance, formerly with Mc- 
Master-Carr Supply Company, is 
now covering western Kentucky and 
northwest Tennessee for the Henry 
A. Petter Supply Company. 

es 2 


Industrial Supplies Exhibits at 
Convention 

Industrial Supplies, Incorporated, 
Memphis, Tennessee, had an inter- 
esting exhibit at the convention of 
the Tri-States Cottonseed Oil Mill 
Superintendents’ Association held in 
Memphis, May 21-23. Included in 
the exhibit were large rolls of Chi- 
cago leather belting and Quaker City 
Rubber Company’s rubber belting. 

A miniature moving picture ma- 
chine showing how leather belting is 
manufactured attracted considerable 
interest in this booth. Some of the 
outstanding features in the exhibit 
were: Bailey- Burruss conveyor, 
Sheppard reinforced mill plates, Jo- 
seph Lay (Continued on page 53) 
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The James Srey Conon, Chattanooga, Tennessee, believes in departmentalization and has arranged the activities of its sales force 


very efficiently. 





This photograph shows the front line troops assembled in front of the company’s new building. 
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~YALE- 


BALL BEARING 
SPUR-GEARED 


CHAIN 
HOISTS 


CUT DOLLARS 
FROM COSTS AND 
ADD THEM TO PROFITS 


cy THING manufacturers will buy at this time 
is equipment that will actually save them 
money. That is why Yale Chain Hoists offer distrib- 
utors so outstanding an opportunity, for it is easy 
to show how they affect dollars and cents savings 
in handling and production. 


Yale Chain Hoists are sold through industrial sup- 

ply distributors, and every Yale advertisement 

bears this message: 
Distributors serve industry eco- 
nomically —buy Yale from your 
Industrial Supply Distributor. 


(3 Hoisting and Conveying Systems 


THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Electric Hoists and Trolleys 
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DUMORE MIDGET 


A small, general utility 
grinder for bench lathe and 
offhand grinding. 1/20 H. P. 

motor, —s to 20,000 


—7 


No. 1 JG 
A sturdy, compact, extremely 
accurate grihder for the small 
machine shop and tool room. 
Spindle speeds 15,000 R. P.M. 
- 


No. 2 OG 


Especially adapted to the 
grinding of lathe centers and 
other external grinding opera- 
tions. Has special attachments 
for use of carborumdum pen- 
cils and pencil wheels. 


No. 2 AG 


For all grinding operations 
where extreme accuracy is re- 
quired. oe of 10,000 to 
30,000 R. P. M. on both ex- 
ternal and internal grinding. 


= 


No. 3 


Adapted to a wide range of 
operations — grinding small 
openings and large internal 
work. 1, H. P. motor. S — 
of 3600 to 40,000 R. 


$e. 


No. 5 


Designed for ar with 
precision, Y P. motor, 
speeds 4, 000 <4 35,000 
R.P.M. Interchangeable quills 
for internal pom external 
grinding or special work. 


No. 7 


A production tool of extreme 
accuracy. Built for continuous, 

avy service. 3, H. P. mo- 
tor, speeds with various quills 
range from 4,000 to 27,000 


R. P.M 


ONE OF A SERIES OF ADVERTISEMENTS 
EXPLAINING DUMORE COOPERATION WITH 
INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 


DATA SHEETS 


THAT MAKE IT EASY TO GIVE 
YOUR CUSTOMERS AND PROSPECTS 
THE RIGHT FACTS FROM 

THE “FACTORY” 


Getting the order sometimes is not so much a matter of knowing 
how to sell as it is a question of knowing what to sell. Mr. Pros- 
pect wants to know first and foremost whether you’ve got the prod- 
uct that will “lick” the job for him. 


The Dumore Company knows that selling precision grinders isn’t just 
taking orders. When the prospect gets “technical” the Dumore staff 
of engineers and tool experts is ready to help you. Get the facts down 
on a “Dumore Industrial Call Report” and send it on to the Dumore 
factory. We'll come back with recommendations that you can rely on. 


These call reports are in the form of convenient, pocket size pads 
that are no burden to carry. They make it easy for you to get all 
the data and enable us, in turn, to recom- 
mend effectively. Ask your sales manager 
to write us about them. 


DO MORE WITH 


DUMORE, 


THE DUMORE COMPANY  inl193l... 


101 16th STREET RACINE, WISCONSIN 
Makers of Dumore Precision Grinders and Dumore Fractional H. P. Motors. 

















Modern Products Present 
New Sales Opportunities 


HAT are the distributors’ sales oppor- 
tunities during depressed periods 
such as the one which has confronted 

the business world these past several months? 
Surely with production in many industries 
running at 50% and less of normal, the pos- 
sibilities for selling items used in manufactur- 
ing processes are limited. With plant opera- 
tions curtailed, it follows that maintenance 
requirements are also less than in normal 
times. 


At first glance, therefore, the situation 
looks mighty unpromising from a 
standpoint. To the easy-going salesman it 
appears hopeless. 


sales 


But the hard-hitting fellow never quits. 
When business is difficult to get, he puts his 
shoulder to the wheel just so much harder. 
He knows that no situation is hopeless. 
There’s always business to be had—more 
sometimes than others, to be sure—but when 
the pickings are leanest, he’s fighting hard- 
est for every sale. 


The forward-looking distributor’s salesman 
today isn’t spending his time complaining as 
to how bad conditions are. He’s capitalizing 
on the opportunities for business, which in- 
dustrial modernization offers. 


For experience has proved that plant mod- 
ernization is profitable. Progressive users 
everywhere have been taking advantage of 
slow times to put their plants and equipment 
in tip-top shape to be ready for the better 
times not far distant. In this very issue, Wil- 
liam Greenberg, chief engineer, I. Fischman 
and Sons, says: 


“Installing modern equipment and supplies 
has enabled us to cut our floor space to one- 
fifth of that required in an average plant of 
our type with a similar capacity. We are 
JULY, 1931 


-we welcome distributors’ 


thoroughly sold on the idea of modernizing, 
for we know it will pay us a profit. Therefore, 
salesmen who can 
suggest to us ways and means of cutting 
maintenance or production costs by modern 
izing.” 

What is true of the Fischman plant is like 
wise true of many others. Users will buy, if 
salesmen can show them definite savings, by 
SO doing. 


Manufacturers of industrial supplies and 
equipment have been thoroughly alive to the 
sales possibilities on modern products, as is 
shown by the new and improved items which 
have been announced during the past 18 
months. 


On the following pages is a list of modern 
products—products which have a definite 
place in the modernization program of many 
industrial plants. 


Study these items carefully. Write for fur 
ther information concerning those which in 
terest you most. 


Manufacturers have been doing their part 
by supplying modern, efficient products. Users 
have indicated that they are interested in 
learning of the economies to be effected by 
adapting these products to their needs. 


T is apparent therefore, that there are out 

standing sales opportunities for distributors 
today, despite general business conditions. 
The salesman who is willing to apply himself 
just a little harder than usual, study his pros 
pects’ requirements a little closer in terms of 
the application of specific products, and keep 
a little better posted on new developments 
than ordinarily will not find it such a difficult 
task, after all, to keep his sales figures on 
the profit side of the ledger. 


45 





MILL SUPPLIES 


















NEW _ double- 
i acting cylinder 
now being intro- 


duced, is so designed 
that the plunger and 
lower check valve 
can be quickly with- 
drawn through the 
discharge pipe with- 
out screwing or un- 
screwing any con- 
nections. Through 
the use of an inner 
tube instead of an 
outside _ by-pass, 
which requires more 
space, it is possible 
to install a larger di- 
ameter cylinder of 
this type in a well. 
This cylinder equal- 
izes its own pump- 
ing load and can be 
used with a regular 
piston rod and stuf- 
fing box, thus elimi- 
nating the necessity 
of a plunger tube or 
differential piston. 
(A-1) 








AN electrical circulator has been 
i designed for use in positively 
moving the heat carrying water 
from the boiler to the radiators in 
a heating system. It is made in 
13 pipe sizes, from 1% inches up 
to 12 inches. When used for chem 
ical work it is made of special re 
sistent materials. (A-2) 





HIS twist and hammer drill op- 


erates as an electric hammer, 
drilling concrete, and as a rotary 
drill, drilling metal. The tool is 
used chiefly by industrial plants 


of all kinds, electrical 
sign and awning 
burner dealers, 
and call systems. 


contractors, 
erectors, oil 
sprinkler systems, 
(A-3) 





B 
ly 


especially for 


sional 


features are: 


design 





LOWTORCH recent- 
developed is designed 
non-profes- 
Several new 
An improved 
burner which devel- 


users. 


ops an extremely hot flame; 


a coc 


handle 


1 composition valve 


(A-4) 





TEW 


1 u 


sprayi 


ventilating fans for 
se in connection with 
ng paint have the mo- 


tor arranged on a base at- 


tached to the 


der th 
spray 
tact 


NEW 
nded_ for 
is particularly de- 
for use in filing. (A6) 


4 te 
work 
signed 


with the 


frame in or- 
at the fumes from the 
do not come in con- 
motor. (A-5) 





type of vise in- 
production 


A Review of Modern Industrial Pedieste 





[* this new short center flat belt 
drive are incorporated features 
making it possible to get the correct 
belt tension for a given motor capac- 
ity. Hence, this drive is applicable 
wherever power is to be transmitted 
trom a motor to a driven shaft, and 
is particularly adaptable to such 
classes of service as fans, compres- 
sors, pumps, blowers and so _ on. 
(A-7) 





NEW large-capacity pump now 
4 on the market has a capacity 
of 15 gpm. at 500 rpm. with a 
corresponding increase in discharge 
of 3 gpm. for each 100 rpm. increase 
up to a maximum of 30 gpm. at 1000 
rpm. It is particularly adaptable as a 
coolant pump for machine tools. (A-8) 





NEW type of centrifugal pump 
d is especially useful as a built in 


part of assembled equipment, and 
when used in agricultural drainage 
and irrigation projects, and for pe- 
troleum and general industrial serv- 
ice. One feature of this unit is that 
the bronze impeller incorporates the 
shaft sleeve as an integral part. (A-9) 
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Now, A NEW GOODYEAR 
ASBESTOS CORD STEAM HOSE 


Another major devel- 
opment by Goodyear 
which shows you why 
this line of Mechan- 
ical Rubber Goods 
makes sales for you 


So far as existing materials 
permitted, Goodyear was mak- 
ing a fine steam hose. But 
Goodyear designers wanted a 
carcass stock that had higher 
resistance to steam under 
pressure. They found it in 
asbestos-treated cord. Then 
they built a cover and tube 


THE 





BELTS * 


GREATEST 


6) 


MOLDED GOODS ” 


to measure up to the stubborn 
life of the new material. 
The tube of this new Good- 


Cord Steam 
Hose has proved by test that 


year Asbestos 
it has 12 times greater resis- 
tance under pressure and heat 
to hardening, cracking, blis- 
tering, and swelling than the 
best cotton-fabric steam hose. 
The carcass of the new hose 
—the “weakest link” in ordi- 
nary hose —has 5 times better 
than normal resistance to heat 


and flexing. The cover has 


NAME 








NEW 
CARCASS 


IN RUBBER 


strength and toughness fully 
equal to tube and carcass — 
an expert Goodyear pro- 
duction for an exacting job. 












There are constant new de- 
velopments in the line of 
Goodyear Mechanical Rubber 
Goods. A searching develop- 
ment policy makes business 
for the Goodyear dealer. 
Find out about the Goodyear 
franchise. For complete in- 
formation, write to Goodyear, 
Akron, Ohio, or Los Angeles, 
California. 





PACKING 
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ERTIFILED Alcoa aluminum alloys are 


used in the construction of 
aluminum-alloy chain hoist. 
features are: 


this new 
Special 


light weight, adjustable brake, 


ball bearing construction, small number of 
parts, high speed, and safety over-load gov- 


(H-1) 


ernor 


HESE = standardized drives 





are for 


screw conveyors from 8 inches to 16 


inches in diameter. They are 


compact, 


trim in appearance, and positive and quiet 


(H-2) 


in operation. 





HE steel binder bars on these belt 


hooks make every strip of 


hooks a 


unit, yet, it is said, they are easily cut to 


fit any width of belt Che hooks 


are made 


of special wire and work equally well on 


fabric, rubber, balata and leather. 


(H-3) 














HE outstanding 

features of this 
steam trap are: the sim- 
plicity of the working 
parts, the reflector on 
which the inverted 
bucket rests when the 
trap is discharging, thus 
preventing excess of in- 
flowing condensate 
from impinging on the 
bottom of the bucket; 
and the fact that valve 
and seat are made of 
nitralloy. (H-4) 





HIS cutting oil is 


free from sulphur, 
carbolic or cresylic 
acid, non-poisonous, 
clean in color. It is 


recommended for pipe 
threading either hand 
or automatic. (H-5) 





~ 


HIS unit is built 

for use with 7-inch 
skids and will carry its 
capacity easily up a 
12% incline. Its com- 
pact size enables it to 
pass through a 3-foot 
doorway. (H-6 

















HE outstanding new feature 

of this clutch is a_ special 
heat-resisting facing applied to 
the face of the expansion ring. 
It qualifiies for use on drives 
where the clutch must withstand 
high speeds, heavy pick up loads, 
excessive slipping or continuous 
engaging. (H-7) 





HIS aluminum alloy journal 

jack will safely lift 15 tons, 
yet weighs only 19 pounds. It is 
used for lifting and adjusting 
low-set loads, tanks, and struc- 
tural material. (H-8) 





HIS wheel is a complete unit 

containing from 3 to 5 sec- 
tions, and is adapted to fit prac- 
tically any size of shaft by means 
of adapters. The wheel can be 
easily snapped into the standard 
two-inch opening. One set of 
adapters of the correct size arbor 
hole is supplied with each wheel. 
Industries offering best markets 
are: metal working and foundries, 
and public utilities. (H-9) 


A Review of Modern Industrial Products. 
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NEW ALUMINUM HOIS 
CREATES SENSATI 


AL-LITE SAFETY HOIST GIVES 
JOBBER BIG ADVANTAGE 





Maintenance Men Say Al-Lite 
Is Twenty Years Ahead... 





It took two years of constant perfecting and refining 
to put Al-Lite, the Alcoa aluminum alloy hoist, on the 


market. 


But here it is today! 


cent equipment. 


That’s why Al-Lite, to the alert jobber, is proving the 
surefire prescription for increased hoist business in 
One-third lighter . . . highly efficient . 
lutely safe,* Al-Lite brings to you and your men the 
biggest sales advantage that any materials handling 


1931. 


equipment has offered in years. 


AL-LITE’s 1931 Features Clinch Sales 


The Al-Lite Safety Hoist does not make 
its appeal on just one or two of a few 
up-to-date features. Al-Lite is new 

Run through the list of 
Check them against any 


throughout. 
features. 
other hoist on the market. Then you 
will understand what Chisholm-Moore 
engineers have accomplished in this 
new hoist—and why it is your best 
sales bet. 


It took foresight and ingenuity to de- 
sign Al-Lite! 


The One-Man Hoist 


Alcoa aluminum alloy makes Al-Lite 
the world’s lightest weight heavy duty 
hoist. One man can easily carry it 
about, mount a ladder and attach it. 
This means a genuine saving of labor 
and the elimination of ladder and 
scaffolding hazards. 


The hoist that maintenance men 
declare is 20 years ahead. The hoist that up-to-date 
plants are specifying now as replacement for obsoles- 





. . abso- 


Tho light and easy to handle, Al-Lite 
is strong and durable, with a safety 
factor of 5 to 1. 


The Safety Governor, another exchusive 
Al-Lite feature, is sealed at the factory. 


*Below: Close-up of the patented Al-Lite 
Safety Governor that prevents the danger of 
excessive overloading. 

















































In practice, it automatically indicates 
an overload in excess of 50%. This 
ends the dangers to men and hoist 
alike of trying to lift greater loads 
than the hoist and load chain can 
safely accommodate. 


Many Superiorities 


Some of the Al-Lite superiorities in- 
clude: certified Alcoa aluminum alloy 
castings, Safety Governor, simple de- 
sign, great strength, X-ray inspection 
of castings, dust-proof housing, plane- 
tary gears, red load hook, ‘“Inswell’’ 
chain, etc., etc. 


Send for full particulars to Chisholm- 
Moore Hoist Corp., Tonawanda, N. Y. 


(Division Columbus-McKinnonChainCorporation ) 
CHISHOLM-MOORE 
‘ mnsas Ss 


HAIN HOt ELECTRIC HOLST 
TROLLENS CRANLS 
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HE illustration 

shows a 3-ton, single 
strand, load chain, ball 
bearing, spur geared, 
chain hoist, especially 
designed to give very 
close headroom. This 
hoist is adapted to every 
hoisting requirement at 
its capacity. (G-1) 





HE new feature of 

this screw jack is 
the visible screw which 
shows the operator how 
high the jack may be 
run with safety. Mills 
and factories and ma- 
chine shops are potential 
markets. (G-2) 













HIS die-stock of the four post type uses a sepa- 
rate set of dies for each size of pipe, and instead 
of loose bushings, it has a self-contained rear-end that 
is said to be accurate and convenient to use. The tool 


has open die slots to facilitate cleaning and a fully | HE illustration 
enclosed die retaining mechanism. (G-3) | shows a_ stack of 
| new industrial boxes 

a ; Es ~ equipped with heavy 


| skids. They are used 
| chiefly in connection 
| with electric lift trucks. 

The tin can industry is 
the largest present user. 

The boxes can be safely 
| stacked six high. (G-6.) 


| 


| 





















| 
NE-QUARTER turn opens or closes this im 
proved valve and gives a full round opening the 
same as the nominal size opening of the pipe line on 
which the valve is installed. Body is well designed and 
made to extra heavy standard flange and screw end pe. 
dimensions. The adjusting wedge gives the user a prac- LL the parts ot this 
tical method of making a pressure tight seat ring con- . ew Sree electric 
tact, allows the proper amount of tightness of the seat scaling Psyop eo 
rings and ball plug at all times and insure positive plated with a salt water 
adjustment when repairs have to be made. (G-4) and salt air resisting 
plating. It is designed 
——__———— - a ——-- ---—_— especially for scaling 
boats. (G-7) 
STARTING 
FRICTIONAL 


LININGS 
FRICTIONAL 


IVERLOAD 
NINGS 


HIS. electric saw 
can be used for 
both inside and outside, 


| straight and curved 

cuts. There are no slid- 

HIS automatic starter and dexible coupling has ing parts to wear out. 
been developed to be used in connection with motor There is a market for 
drives. The unusual feature is that it allows the motor this saw in woodwork- 
to come to speed before there is any action in the ing trades and airplane 


starter. (G-5) factories. (G-8) 
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Build More Business NOW 
with CAPITAL “Red Cap’’| 


Industrial Brushes and Brooms | 


Now is a good time to start that 
concentrated sales drive on CAPITAL 
“Red Cap”? Brushes and Brooms. 
You'll find many buyers manifesting 
a keen interest in them. 





CAPITAL Push Broom— 
A Sales Leader 


Here is a quality line, easy to dem- | 
onstrate. You will find the profits 
good. Write for details today. 


INDIANAPOLIS 


Brush & Broom Mfg. Co. 
Established 1890 
126 Brush St. Indianapolis, Ind. 











vm 
GERSTNER Tool eta | 





A DISTRIBUTORS’ FAVORITE 


Because it is the favorite of Machinists and 
Toolmakers, A Splendid Seller, 


Write for Catalog and terms. 


H. GERSTNER & SONS 
41 Columbia St., Dayton, Ohio 


3 Me 














A new and 
profitable | 
leader for 
Jobbers and 

Supply Houses , B®) 


A modern treated cutting oil, with the 
good qualities of pure lard oil and sul- 
phur, without their detrimental effects, 
combined with an antiseptic feature that 
eliminates infection at its source—at low 
cost, Compounded for the toughest met- 
als, and used wherever hand or automatic 
machinery is employed. Write for de- 
tailed description and prices. 


C. N. SUTTON CHEMICAL CO. 


4515 Ravenswood Ave., 
CHICAGO, ILLINOIS 







































“THE GOOD MECHANIC’S CHOICE”’ 





BEARINGS 


NEW! 


Many new, exclusive features make 
the new U. S. Portable Electric Saw 
the easiest and fastest seller today, 
Powerful. Fast. Ten pounds lighter 
than any other of same size. Saws 
all kinds of wood, wet or dry, full 

depth and at any angle through 60 

| degrees. Handles 96% of all sawing 

needed—cross, rip, plane, rafter, 

bevel cutting—including pocket cut- 

| ting on stone, slate, etc. 

Simple. Safe. Sturdy. 

Guaranteed. Five Sizes— 

| 6, 8, 9, 10 and 11 inches. 

Write at once for full de- 

tails, 


|The U. S. Electrical Tool Co. 
Dept. H., —_ W. 6th St., Cincinnati, O. 


t Sales Representatives 
WESTINGHOUSE ELECTRIC <r co. 
15 yen New York Cit 

Canadian Division 
MAPLE LEAF ELECTRIC TOOLS, Ltd., Toronto 














“ECONOMY DE LUXE" 
Paint and Lacquer 
SPRAYER 
A modern product of exceptional | 
merit—with a wide market, in- 
stant sales appeal and a mighty 
good profit margin for 
distributors. 









Simple design 
Light weight 
Rugged 
Non-clogging 
Easily cleaned 
Horizontal, 
Vertical or | 
Round Spray 


* 
Nearly every plant a prospect 
Write for details 


ECONOMY MACHINE PRODUCTS CO. | 


5214 Lawrence Ave. “ o Chicago, mi. | 





‘Kat it ap 


Bt17 DRESSING 





Sell More Power for Less sel 
with KANTSLIP 


You can do a real profitable sales job today or 
any day with KANTSLIP, ‘‘the Belt Dressing 
with the Bulldog Grip’’—for leather, canvas and 
rubber belts—tested and proved by 15 years’ 
use in many large industrial plants 

Write for one of our descriptive folders and dis- 
tributor terms 


KANT - SLIP MANUFACTURING CO. 


| 451 E. 63rd St. Chicago, III. | 








'Make Your Wiper and| 


| Waste Business GoodBusiness | 
with the Crystal Falls Line 





Our wipers are all of domestic materials, 
guaranteed to comply fully with the strict 
Ohio law on sanitation. Waste for all 
purposes. Distributors, write for detz rils, 


COOK & RILEY, Inc. 


1300 N. Halsted St. 


Lincoln Park Station Chicago, Ill. 





URIVERSHT SPEED SiN 






















Fits Anv Drill Chuck 











Two handy, economical, attractively priced 
| specialties with a sure fire sales appeal. 
The UNIVERSAL Speed Saw fits any 
drill chuck, saws through anything and 
reaches places inaccessible to other saws. 
A file holder converts it into a power filer. 
Every electric drill owner is a_ prospect. 


Q wYco 


FLEXIBLE 
SHAFT 
KIT 


You can say a lot 
to your customers 
about the fine 
service this outfit 
will give them 

and WYCO _ per- 
formance will back 
you up. This is a 
complete, efficient, 
heavy duty outfit, 
carrying a variety 
of attachments. 






| 


Resale Prices 
Bench Type, Complete 
835.00 
Floor Type, with Extension 
Base——836.50 
Don’t wait for fall. Get go- 
ing now. Write for details. 


WYZENBEEK & STAFF, INC. 


566 W. Washington Blvd., Chicago, Ill. 
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BELTONIC ‘‘Safstick’’ 


Bar Belt Dressing 


4 radical improvement in the container for 
ar Belt Dressing, as shown by cut, makes the 
Safstick’’ exceptionally attractive to users of 
this commodity The patented construction af- 
fords the fullest use of the dressing, combined 
with greater convenience and safety of handling 
features which can readily be appreciated by 
anyone familiar with the use of belt dressing 
in stick form 

Distributor accounts are solicited by the man 
ifacturers, who guarantee exclusive representa 
tion to the selected dealer in any locality 


BELTONIC PRODUCTS CO.,N. Leclaire 
and Moffat, Cragin Station, Chicago, III. 








The Review of Modern 
Industrial Products will 
be continued in the 
August and September 
issues of MILL SUPPLIES. 
Do not miss reading 
either of these issues. 
Orders for extra copies 
for your salesmen 
should be sent fifteen 
days in advance of 
publication. 





Prospects for this 
Specialty Everywhere 


THE U.S. 
AIR GUN 


The U. S. Air Gun finds a ready 
market in machine shops, tool 
rooms, garages, foundries and 
in practically every type of in- 
dustrial plant where compressed 
air is available. 

Here is a real specialty item 
for the distributor. Its effi- 
ciency is of a kind to please 
the most discriminating buyer. 
Made of bronze throughout, it 
is rugged and durable. Fur- 
nished in the button operated 
type (as illustrated), or lever 
operated, Sold to distributors 
at a price which compares very 
favorably with the prices of 
any other air guns on the mar- 
ket, 


The U. S. Air Gun ts only one of 
many items for the mill supply sales- 
men which we manufacture in addi- 


tion to our automatic, injectors, lu- 


bricators and oilers. Write for fur- 


ther information, 


AMERICAN 


INJECTOR 
COMPANY 
Detroit - Michigan 








DISTRIBUTORS 





You have seen 


the profit possibilities in new and modern products 


shown in the editorial and advertising pages of 


this issue. 


Fill out the coupon 


below for complete information on products in 
which you are interested—put it in an envelope 


and mail it to MILL SUPPLIES. 


MILL SUPPLIES, 


520 No. Michigan Ave., Chicago. 


We are interested in receiving literature describing the following new and modern prod- 


ucts shown on the preceding pages: A-1, A-2, A-8, A-9, H-1, H-2, 


H-3, H-4, H-5, H-6, H-7, 


Name .. 


Street. 


(Check the numbers wanted ) 


A-3, A-4, A-5, A-6, A-7, 


H-8, H-9, G-1, G-®, G-3, G-4, G-5, G-6, G-7, G-8. 








Low PRICE 
On BOLTS 


| without satisfactory merchandise 
/and service in return, is, in 
| reality, a premium price. Low 
| price is the wolf in lamb’s cloth- 
ing. 


The true quality of an article 
is in its final cost—not as you 
buy it—but after you use or han- 
dle it. 


Uniformity of the product 
| shipped, time after time, and de- 
pendable deliveries are important 
factors. 


Clark Bros. Bolt Co. make the 
best it is possible to produce irre- 
spective of cost, but with 77 
years of experience, intensive re- 
search work, and latest equip- 
ment, are able to offer you their 
product at a saving. 


 GuarxBrosBorr(h 


Black Ave., Milldale, Conn. 
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brooms, P. P. P. packing, Q. C. 
hose, hydraulic fittings and a model 
of the Armstrong interlocking shak- 
ing grate. 

Manufacturers’ representatives 
were: A. S. Outland, A. J. Weis, 
R. A. McCallum, A. D. MacLellan, 
R. D. Gutke, T. E. Sharpe. 


Industrial Supplies representatives 
in charge were: R. D. Van Dyke, Jr., 
John R. Rother, D. Y. Wilson, S. A. 
Orrell, F. B. Perry, G. E. Thorn 
and William Newton, Jr. 


* * * 


Smith-Meadow Increases Lines 


Four new lines have been added 
to the stock of the Smith-Meadow 
Supply Company, Birmingham, Ala- 
bama. They are the products of 
the Chain Belt Company, the Na- 
tional Twist Drill and Tool Com- 
pany, the Sherwin-Williams Paint 
Company, and the Page Belting 
Company. 

So 


Koch Completes 50 Years of 
Service with Alamo Works 
Charles Christian Koch, has re- 
tired after completing 50 years of 
service to the Alamo Iron Works, 
San Antonio, Texas. On May 14 the 








R. B. Kellog, president and treasurer, 

and M. V. Burlingame, secretary, The 

Kellog-Burlingame Company, Grand 
Rapids, Michigan. 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in cylinder heads, pipe lines, etc. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 


More than 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin No. 16-C 


Joseph Dixon Crucible Company 
Jersey City, XO N. J. U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 
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It’s now\OO: 
STRONGER 


hut no heavier 

































There are 
RiBbGiD 
Pipe Wrenches 


Cutters. Vises 
& Threaders 


VE practically doubled the strength of 
the RIGID Pipe Wrench—by increas- 
ing the strength of the metal. No mechanical 
change. No more weight. It still has all the 
RIAD advantages—plus still greater power 
and stamina. 
The housing is more unbreakable than ever, the 
sturdy I-beam handle nearly twice as powerful. 
You can’t lock it on a pipe and it won’t slip. 
Full floating hook jaw with pipe scale, renewable 
heel jaw, adjusting nut that spins easily in wide 
open housing. 


Show this new ritanip to pipe wrench 
users and watch them buy. The 
profit is very satisfactory. 


THE RIDGE TOOL COMPANY, Elyria, Ohio 


Feibaclib 
PIPE TOOLS 








Group of salesmen in the out-of-town sales 
department of a and Rogers, 
Buffalo. 





employees gathered in his honor and 
presented him with a loving cup. 
When Mr. Koch first came to the 


| Alamo Iron Works there were only 


15 employees and the little plant was 
then located on the banks of the San 
Antonio River. The town itself was 
just a ragged little place of about 
18,000 people. 

At that time the Alamo Company 
collected $3.00 a month for running 


| the tiny generator of the Southwest- 


| ern Bell Telephone Company, which 
| now is a huge organization occupy- 
| ing a magnificent building. 





*x* * * 


Whitman and Barnes Appoints 
Distributors 

The E. A. Kinsey Company, In- 
dianapolis, Indiana, and the W. H. 
Kiefaber Company, Dayton, Ohio, 
have been appointed distributors for 
Whitman and Barnes, Incorporated, 
Detroit. 








W. H. Mclihany, manager of the mill, 


mine, contractor’s supplies and ipment 
department of the Bluefield Supply Com- 
pany, Bluefield, West Virginia. 
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Beceem 


The Republic Champion line 
is the expression of the ulti- 
mate of mechanical rubber 
goods—there can be no 
finer, better, longer-lived 
articles built under modern 
scientific knowledge than 
those of the Republic Cham- 
pion Line. 









THE ROUNDING-OUT OF AN AL- 
READY SUPERB LINE BY ADDING 
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THE V-Belt market | 
That is why Republic he 


Hacement market today. 
Wdeveloped a V-Belt of 
such outstanding quality—to meet the rigid require- 
ments of their Champion Line—so that their distribu- 
tors may have a product of unusual merit to offer 


to their trade. 


The Republic Rubber Co. 


Youngstown, Ohio 
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Pipe and steel rod are stored at an angle 
to facilitate loading on trucks without turn- 
ing the pipe. An overhead hoist is used 
for the heavier goods. 





Bolts, fittings and items frequently or- 
dered are kept on the main floor in rooms 
back of the counter. 





Over the counter business is encouraged 
and there is enough room between counter 
and shelves so that several men can fill 
orders at the same time without interfering 
with each other. The arrangement of stock 
was decided upon after a conference in 
which advice of the counter men was asked. 
The fastest moving items are kept at 
shoulder height while the articles with less 
turnover are kept on the top shelves. 





Henry Walke Has Fine 
System for Filling Orders 
The Henry Walke Com- 
pany’s order-filling system 
has been carefully worked 
out and as a result no time 

is wasted. 














There is a wide ledge running waist high 
along the shelving, which is a convenient 
place for the clerk to deposit items when 
he is filling a large order. 





Rope, nails and bulky goods not found 
on a high percentage of orders are kept on 
the upper floors. 





Barclay Addresses Industrial 
Advertisers 

H. W. Barclay, director of market- 
ing for Mitt Supp ies, recently gave 
an address on distribution and in- 
dustrial progress before the National 
Industrial Advertisers’ Association 
in New York. 

Mr. Barclay began his address by 
saying that industry in general had 
reason for optimism in regard to the 
future of distribution, an optimism 
that is justified by the actual facts 
brought to light by recent economic 
research. 


He then quoted a statement made 
by E. O. Shreve, assistant vice-presi- 
dent of the General Electric Com- 
pany, to the effect that efficient 
methods of distribution are now in- 
finitely more necessary than a few 
years ago, because during that time 
production has become greater than 
demand. 


Mr. Barclay pointed out that the 
facts uncovered by the Merchandis- 
ing Committee of the Mill Supply 
susiness can also be applied to other 
industries. The two greatest prob- 
lems now facing industrial distribu- 
tion, in his opinion, are the problem 
of industrial modernization, and the 
problem of waste. 





One big objective yet to be 
reached, he said, is the co-ordination 
of industrial sales and advertising. 
In conclusion, he stated that the 
problem of improved distribution is 
now largely up to the manufacturer, 
who must plan a comprehensive pro- 
gram to take advantage of the move- 
ment forwarded by distributors. 

x * x 


Beck, Founder of Beck and Gregg, 
Is Dead 


Lewis H. Beck, one of the found- 
ers of Beck and Gregg Hardware 
Company, Atlanta, died May 18. In 
1866 he started in business as an em- 
ployee of Tommey and Stewart, who 
made him a partner in 1870. In 1880 
his partners retired ; and he and Wil- 
liam A. Gregg founded Beck, Gregg 
and Company. In 1920 he retired 
from active participation in the busi- 
ness, but when William A. Parker 
died two years later, Mr. Beck re- 
turned to the firm as its head. In 
1926 he again retired, turning the 
direction of the company over to Wil- 
liam A. Parker, Jr. 

Mr. Beck was a charter member of 
the former Board of Trade and in 
1900 was elected president of its suc- 
cessor, the Atlanta Chamber of Com- 
merce. He is survived by two sisters. 


John Orem to Visit in Honolulu 

John H. Orem, Jr., who has been 
in the sales department of the Carey 
Machinery and Supply Company, 
Baltimore, for the past 45 years, is 
taking a three months’ vacation, vis- 
iting his daughter, Mrs. Edgar G. 
Coursen, in Honolulu, where Major 
Coursen is stationed. 

Mrs. Orem, and Mr. and Mrs. 
Thomas S. Bowles of Richmond, Va., 
are going with Mr. Orem. The party 
will sail from Los Angeles, July 18. 


* * * 


Warren Tool and Forge Appoints 
Distributors 

The line of “Quickwerk’’ tools 
made by the Warren Tool and Forge 
Company, Warren, Ohio, is being dis- 
tributed in the south by Sheffield 
Clark and Company, Nashville, Ten- 
nessee. 


x * * 


Distributors Comment on 
Business 
The Washington Belting and Rub- 
ber Company, Tacoma, Washington, 
writes that business shows a little im- 
provement in its territory. Kline and 
Company, Williamsport, Pennsyl- 
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Don’t Overlook These Two 


Lower Price—Easy Cutting—Medium Weight—Taper Ground 


Cross-Cut Saws 


The growing demand for lower price, easy cut- 
ting, light crosscut saws on farms and among gen- 
eral users is being met by the two popular 
SIMONDS medium width, taper ground saws 
shown on this page. 

These SIMONDS Saws were especially designed 
for this particular field. They are made in the 
medium width to eliminate unnecessary weight, 
yet they retain enough width to give long service. 





No. 200. 
Length, feet 5 
Weight each, Ibs. 3% 





No. 202. 


Length, feet 5 
Weight each, Ibs. 3% 


They have a smooth, accurate taper from cutting 
edge to back, full five gauges thinner on the back 
edge. This taper grinding makes the SIMONDS 
SAWS unusually easy cutting; nothing like them 
in their class. They are not crescent ground. 


Made with either champion or lance tooth—the 
two most asked for styles of teeth—they give deal- 


ers two excellent moderate priced saws that sell 
readily and at a good margin of profit. 





SIMONDS Champion Tooth Medium Width Saw 


7) 6 6Y, 
4¥% 6% 7 


SIMONDS Lance Tooth Medium Width Saw 


VW 6 6Y2 - 
4% 6% 7 


SIMONDS 


SAW and 


STEEL COMPANY 


‘*The Saw Makers”’ 


Established 1832 


Fitchburg, Mass. 
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Investigate 
the NEW SPHERO 
VALVE 


r HINK of it! A valve that is 
equally efficient in all lines— 
from field pipe lines to con- 

sumer lines! A valve which, because 
of its adjustable feature, is leakless 
and positive in action in any service 
from gas and gasoline to the heav- 
iest crudes and sludges! A valve 
which, when opened, presents no 
more frictional resistance to stream 
flow than the pipe line itself! 


That’s the new Fairbanks SPHERO 
VALVE, the quick-opening, adjust- 
able valve that is ideal in practi- 
cally every application where quick- 
opening valves are required. 





Fairbanks SPHERO VALVE, 
4”, 6” and 8” sizes, are worm 


and gear operated, and can The new SPHERO VALVE re- 
also be arranged for remote ° 1 

ecntrol through the use of ex- quires only a quarter turn to open 
tension shafting. Available in or close. Yet it provides a full 


any metal that can be cast. portway opening and when closing, 


shears through gritty or scaling 
Fairbanks SPHERO VALVES are fluids as well as it does in han- 


designed to permit removal of wear- dling thick, viscous materials. It 
ing parts for renewal or repair with- gives a leak-proof, tight seal on any 
out disturbing the line—a feature of service from mud to air or high 
SPHERO construction that will ‘st gas or gasoline. 


quickly reveal its value in main- 
tenance costs. 


Fairbanks SPHERO VALVES are 
normally furnished with semi-steel 
bodies and cap castings, with ball 
plugs in iron, semi-steel, bronze or 
steel castings. They can also be 
furnished in any metal that can be 
cast, including chrome nickel steel, 
acid-resisting bronze or other metals 
resistant to acid and corrosive attack. 


A trial of Fairbanks SPHERO 
VALVES will quickly demonstrate 
their superiority over non-adjustable 
valves and cocks as well as other 
“quick-opening” valves. Write us, 
or the distributor near you. 





Fairbanks SPHERO VALVES 
Me”, %”, 1”, 1%", 1%”, 2”, 
2%", 3” and 4” sizes, are 
wrench operated. Available 
in any metal that can be cast. 


THE FAIRBANKS COMPANY 
New York, N. Y.; Boston, Mass.; 
Pittsburgh, Pa. 


Factory at Binghamton, N. Y. 





Distributors Everywhere 


Fairbanks Sphero Valves 


are unequalled for loading racks on all classes of crude oils and high test gasolines, 
including all classes of distillates; for refinery treating of oils which run through 
the average type of valves; for lines on storage and blending tanks; for test lines 

observation lines from distillation apparatus; for field mud pump lines, flow 
lines, boiler blow-off piping, feed lines and air compression lines; for railroad and 
steamship loading lines and sales station lines, and for practically every line where 
quick-opening valves are required, Write for booklet. 























vania, says that there appears to be a 
gradual foundation developing for 
better business. The Berkshire Mill 
Supply Company, Pittsfield, Massa- 
chusetts, reports that May showed 
some improvement, and Kane and 
Keyser Hardware Company, Beling- 
ton, West Virginia, finds that the de- 
cline is less severe than in the earlier 
months of the year. 








Hynson G. Eurton 


Burton Made Purchasing Agent 
for Queen City 

Hynson G. Burton, who has been 
manager of the Richmond, Virginia, 
branch of the Queen City Supply 
Company, Cincinnati, since the estab- 
lishment of this branch in 1928, has 
been transferred to the main office at 
Cincinnati where he will be general 
purchasing agent for the entire or- 
ganization. Mr. Burton has been with 
the company for about 35 years, and 
is thoroughly familiar with the mill 
supply business. 


* * * 


Five New Distributors’ Catalogs 
Ready 

Several unusually large and com- 
plete distributors’ catalogs have just 
been published by R. R. Donnelley 
and Sons Company. The Barrett 
Hardware Company, Joliet, Lllinois, 
has issued its catalog 31 showing a 
fine line of tools, equipment and also 
many hardware specialties which can 


| be sold to industrials. This book has 


} 


512 pages. 
One of the most widely distributed 
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| ‘THAT WRENCHES NEVER REACHED JBEFOR 
#4 


Buried in the mechanisms of industry are a million bolts and nutg@—at daily must be 
b. 


turned or tightened. To reach them, by ordinary means, time and labor are expende 
- yf 
iy 
ae 


i” 
in removing obstacles that bar the mechanic’s path. A better method—Williams 





| *“SUPERSOCKET” System—provides wrenches that at in and work around; moderr 
me 
i 


ra minute’s simple task. 






wrenches that save the costly hours lost in getting read 
Fy 


— . : wats . i 
Williams’ ‘‘Supersockets”’ are opening additional wren fh markets among your present 


customers. Don’t overlook this new source of profit. Write today for literature. 


| J. H. WILLIAMS & CO. 
I “The Wrench,People”’ . 
a 75 Spring Street PeiNew York 4 
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WAREHOUSE A F I WORKS, BUFFALO, N Y 
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STEAM TRAPS 


These new inverted bucket, 
self-venting steam traps are 
creating a sensation in the 
power field, due to their re- 
markable efficiency and eco- 
nomical performance. Send 


for details and prices. 


C7) 


The V. D. Anderson Co. 
1944 West 96th St., - - Cleveland, Ohio 











The Wolves of Lenox 
In a fearsome chorus of barks and 
savagely snapping jaws they broke 
from the highland forests of old Scot- 
land and rushed with the speed of the 
wind down thru the pastured flocks. 
Nothing stood before their  super- 
strength, speed and clean cutting teeth 

when the Wolves of Lenox were on 


the job! 





























Popularity That 
Assures Greater 


HACK SAW Profits! 


Popularity that has spread to 
every corner of the land—a de- 
mand for “The Tools in the 
Plaid Box’—from shops and 
men to whom hack saw blades 
of super-strong, quick cutting 
and long lasting qualities are 
essential. 
Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 
Our special sales plan will help 
you get these blades started in 
your territory. Write for par- 
ticulars today. 
“‘The Tools in the Plaid Box’’ 


American Saw & Mfg. Co. 


Springfield t=3 Mass, 


















| 
| 
| 
\ 





E. C. Gray, sales manager, and E. C. 
Downer, price manager of the Abrasive Ma- 
chine and Supply Company, Newark. Our 
photographer ey om them discussing the 


expansion of the since taking over the 

business of Ludlow and Squier. Mr. Gray 

is president of the Mill Supply Club of 
North Jersey. 





of the books is catalog D of the 
Noland Company, Newport News, 
Virginia, a company operating 14 
branches throughout the country. 
The Mahoney-Clarke 400 - page 
book shows principally heavy hard- 
ware, contractors’ supplies and equip- 
ment, although it also contains in- 
formation on items sold to the indus- 


| trials in and about New York City 


where the company is located. 

Catalog number 31 of Curry 
Brothers Oil Company, Boston, 
shows oils, greases, mechanical rub- 
ber goods, belting, packing, steam 
specialties and industrial equipment. 
This company specializes in oils and 
greases which are handled under its 
own brand. 

The book which the Kendall Hard- 
ware-Mill Supply Company, Battle 
Creek, Michigan, has just issued 
shows the results obtained by a com- 





Raymond Fangmeyer and Lewis Getterman 
of the Anderson and Irish Company, 
Baltimore. 
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ITONCAN 
| IRON PIPE | 


FOR 
PERMANENCE 

















FILLED WITH FACTS 


Here’s a book you'll want to read before you file it for future 
reference. It’s filled with facts about this most modern alloy 
pipe... Toncan Iron. In it you will find the answer to a question 
that has perhaps been causing you concern... ‘What ferrous 
pipe can be used to minimize repair and replacement expense 
where service conditions are severe?” 


20°, REGUS PATO gg® 


‘ad 5 ‘a , 
4 i Just ask for a copy of “Pipe for Permanence.”’ 
<<] ONCAN;.> 


@gP* copper "Mat 


eiaiea| REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “=Sypg= YOUNGSTOWN, OHIO 


PITTSBURGH SAN FRANCISCO BOSTON EL PASO BUFFALO ST.PAUL LOS ANGELES MASSILLON ff 
CINCINNATI GRAND RAPIDS TULSA TOLEDO CHICAGO DETROIT BIRMINGHAM CLEVELAND | 
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ts 


TONS 


moved by 


ATLAS 


A coal yard... an average 
track ... a loaded car weigh- 
ing nearly 119 tons! .. 

and one ATLAS car mover 
did the job!! You may 
have pictures and proof for 
the asking. 
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Not Only 
Good Tools 
—But Markets! 


Everywhere there are markets for 

CLARK electrically driven tools— 

Live markets—for every CLARK 

product is made for a definite purpose 

and fills a definite need. The CLARK 

distributor is equipped not only with 

tools of super fine quality, but tools for 

which there is a widespread and continu- 

ally growing demand from a variety of 
sources. 














Earle Fluke, store manager, Maddock and 
| Company, Philadelphia, has been with this 
firm 24 years. 
pany that started out with a fine re- 
| tail hardware stock and worked into 
|an extensive industrial business as 
| well. The book illustrates a general 
lines of tools, industrial supplies and 
equipment, a few hardware special- Above—one of the CLARK portable elec- 
ties, heavy hardware and so on. tric hand grinders. Below—one of the 

: several types of CLARK electric grinders 
A 672-page book was made for the | 2%4 buffers. Two of the many good items 
Globe Machinery and Supply Com- | i the very complete CLARK line. 
pany, Des Moines, lowa. As _ this 
company is a manufacturer as well 
as a distributor, the catalog includes 
some of the specialties it makes. 
There is a complete listing of mill, 
mine and factory supplies as well as 
contractors’ equipment and supplies 

















ATLAS 








: 


aimon 


> 








Not an every day occur- 
rence to be sure... but 
indicative of the EXTRA 
power built into the ATLAS 
for just such needs. 


# 
























Facts of this type help you 
to make easy sales. Write 
us if you do not already sell 


the ATLAS. 


APPLETON 
CAR MOVER CO. 


APPLETON, WIS. 


and pumping machinery. 





If you are interested in increased 

sales of electric tools, you will want 

to know more about the CLARK 

line and what it does for the dis- 

tributor and his salesmen. Your inquiry 

will bring an immediate response, and 

you will not obligate yourself in any way. 
Write today. 


JAS. CLARK, Jr. 
ELECTRIC CO. 
605 Bergman St. 
Louisville - Kentucky 





first in the field ‘ 


Too bad that they have such bright sun- 
H shine in Yakima, Washington, that this 


snapshot does not do justice to Al Darling, Electric 





sales manager, Yakima Hardware Company. 

















— yo 
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CAST IRON 
Screwed Drainage 
Flanged Sprinkler 


MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 lb, Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 

STOCKHAM 

RETURN BEND 
for Cracking Stills 


we 


~ 











HE Empi 
bedroc 


p State Building in New York City from its 
foundation to the pinnacle of its dirigible 
fast is built with that precision which alone can 






mooring 
satisfy nfodern engineering practice. It is therefore appro- 


priate/that Stockham Fittings were used, for they are 






notable for the precision and ease with which they make 
up/ straight lines. M. O’Neil Supply Company furnished 
Jtockham Fittings for the complete plumbing, fire line, 
ventilating and vacuum system installations. These in- 
cluded plain and galvanized drainage fittings, galvanized 
cast iron fittings, black and galvanized malleable fittings, 
malleable fire line fittings and cast steel flanged fittings. 
J. L. Murphy, Inc., was the plumbing contractor. The 
architects were Shreve, Lamb and Harmon, while Starrett 
Brothers and Eken, Inc., were the general contractors. 


for straisht lines and stren ics 


STO cHA FITTINGS 
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MEET PRESENT DAY DEMANDS 


EQUIPMENT and 


Present day conditions demand 
welding and cutting equipment _TORCHWELD you can do an 
which combines speed, economy _ outstanding sales job in this the 
and endurance with absolute de- era of industrial modernization. 
pendability and low cost. Write today for information on 
proving its our exclusive, profitable proposi- 
merit on thousands of welding tion for distributors. It will 
and cutting operations daily in interest you. 


TORCHWELD 







all sections of the country. With 









TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., - - - -. Chicago 








FOR STEADY PROFITS—SELL Tha 





























® Figure 
200 





if you want to satisfy every cus- 


tomer, carry a line large enough to fill 
every requirement. 


The profitable line is the Puro Quality 


Line. 


If in doubt write for our catalog now. 


PURO 


SANITARY DRINKING FOUNTAIN CO. 
Haydenville, Mass. 





F. W. Walkins and B. Holland, salesmen for 
Weed and Company, Buffalo, New York. 








Arkansas Mill Supply Handles 
Oxweld Welding Rods 
The Arkansas Mill Supply Com- 
pany, Pine Bluff, Arkansas, has 
taken on the line of Oxweld welding 
rods and equipment. 

*#* 


Superior Supply Appointed to 
Handle Alemite Distribution 
Alemite products are now being 

sold in the Bluefield, West Virginia, 
territory by the Superior Supply 

Company, of that city. 








| Jules L. Brana has only been with the 


Turner Supply Company three years, but in 
that time his department has done an ex- 
ceptional job of selling specialties to in- 


| dustrials. The Turner Supply firm is 


located in Mobile, Alabama. 
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me tA iT ne Be eet 
Independence Hall, Philadelphia, where in 1776 the 


historic Liberty Bell tolled forth its glorious message 
of Freedom for the American People. 











| ---A Declaration of Faith 
| ATradition, and a Future --- 





We all think with pride of the Independence of 
our nation and admire the heroism of those who 
brought it about. This month especially are 
thoughts of the glorious deeds accomplished 155 
years ago uppermost in the minds of masses. We 


think of Independence as something most de- 





sirable and worth obtaining at any price. 
; 
} Belting (Conveyor & Transmission There is of course such a thing as Independence 
i Steam Hose — Air Hose — Water 


in business also. Whitehead is a symbol of that 


snes ctieatammeacrinms iene: hinges independence to the distributor, because of their 
| as : I heonadlte yess a policy “For Resale Only.” That policy is a dec- 
» Section: @ Dilalsiand =. "Bullies we laration of faith in the distributor, a tradition sus- 
) ices Pune Weta i Valen tained for more than half a century, and an un- 
i -Diaphragms—Dredging Sleeves— alterable belief in the future of the distributor in 
—Moulded Goods. the field of Mill Supply Merchandising. 
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The Whitehead Bros.Rubber Co. 
“MECHANICAL RUBBER GOODS, SINCE [875 ° 
<Qur> Trenton,New Jersey <p> 
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No matter how — 

| 
a customer may . 
asked to p4y> he can- 
not buy 4 torch hav- 
ing greater efficiency; | 


a- | 


bility than is found 
in the ; 
Imperial line e 





eo | 


| 
| 


Complete Welding 
Equipment 
In One Kit 


NEAT 
COMPACT 


Imperial Welding Equipment is 
used in all industries having any- 
thing to do with metal. There is 
an Imperial outfit to fit any size 
welding problem from lightest to 
heaviest. All torches and regu- 
lators are chromium finished; tips 
have choke taper bore. Imperial 
Equipment is sold through the 
jobber. Write for sales plan 
including prices and catalog. 


Imperial 
BRASS MFG. CO. 


511 S. Racine Ave. | 
CHICAGO, ILL. 





| house known as the Standard Supply 
| Company was opened in Portland, 


| Harry 
| merly of the Plumbing and Heating | 
| Sales Company ; William S. Wheeler, | 
| formerly with 
| Company, vice-president and _ sales 


| retary. 


| Woodbury and Wheeler for the past 
| six years, until last spring, and be- 


| He sold out his 
| Woodbury and Wheeler company in 





E. McCarthy, manager of Harry P. Leu, 
Incorporated, Orlando, Florida, is in the 
center of this photograph. The others are, 
from left to right: O. E. Ulrich, represen- 
tative, Armstrong Machine Works; B. Pope 
Franklin, salesman, and, on the other side | 
of Mr. McCarthy, Herbert Tait, salesman, 
and William M. Gailliard, salesman. 





New Portland, Oregon, Mill . 
Supply House 


A new plumbing and mill supply 


Oregon, in June. 
Breitbarth, 


It is headed by 
president, for- | 


Woodbury-Wheeler | 


manager; and George G. Root, sec- 
The company is located at 
170 East Sixth Street in a modern 
building, having 15,000 square feet 
of floor space. The firm plans to 
stock plumbing, heating and mill 
supplies. 


At present there are five salesmen | 
covering Oregon and southwestern 
Washington. Among the lines now 
represented are: products of the 
Washington Iron Works; William 
Powell valves; Grinnell Company 
fittings and Pittsburgh Tube Com- 
pany pipe. 

Mr. Wheeler had been’ with 


fore that had been a salesman for 
the Crane Company for eight years. 
interests in the 


March, 1931, and took a trip to 
Mexico, Central America, South 
America, Cuba, New York city and 
points east. But he had to get back | 
to the Northwest and the supply bus- 





iness. He says a few months of 
globe trotting satisfied him. 
* «x * 
Farwell, Ozmun, Kirk Adds 
New Line 
Farwell, Ozmun, Kirk and Com. | 
pany, St. Paul, Minnesota, has just | 


+ . | 
| taken on the Vulcan line of pneu- 


matic tools. 





















Ford Hoists are known for 
durability and ease of oper- 
ation. High Grade Malle- 
able Castings—machine cut 
gears—high carbon _ steel 
chain—plus the quality of 
workmanship which accrues 
from many years of hoist 
manufacture makes “Ford” 
the choice of careful buyers. 


o e os - 


Roller 


Quick removal of the load 
hook is a distinctive Ford 
feature. Anyone can place 
longer or shorter load chain 
in the Ford Tribloc in a 
few minutes by taking out 
one bolt. Roller Bearings 
carry the load, permitting 
easy swiveling of Hook and 
accurate feeding of chain 
to load wheel. 

















ba 
FORD CHAIN BLOCK CO. 


Philadelphia, Pa. 


An Associate Company of the 
American Chain Co., Ine. 





Bearing Shackles 
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"TRUS: 





TYTinG" 


TRUS-STRENGTHENED 
TO CARRY 


2 ae 
Grabler effectively 
reinforces fittings by placing extra metal in the 
crotch. This new, exclusive truss-consiruction helps 
to protect the fitting against failure under the 
wrench or under the strain of failing hangers and 
settling buildings. @ Square “Gee” Trus-Fittings 
have an abundance of extra strength; have added 
power to stand up under emergency loads and 





PEAK LOADS..! 


strains.@ The added stami- 
na and extra strength built 
into Square “Gee” Trus-Fittings protects the 
job .... gives added assurance of satisfactory 
fitting performance. @ The “fitting with the 
truss” will win the quick buying approval of 
your customers; will create good will for you. 
THE GRABLER MANUFACTURING COMPANY 


6565 BROADWAY CLEVELAND, OHIO 
Warehouses: New York, Chicago, Los Angeles, San Francisco 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE 
Pipe 





MALLEAB LE, CAST IRON 











“BEE” 
Fittings 


ORAINAGE, BRASS 
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DEXON) PERFORMANCE 


® BUILDS NEW BUSINESS @ ® 
@® ASSURES REPEAT ORDERS @ © 


“BOSS”, “DIXON” AND “KING” Hose Couplings and Clamps are cadmium 
plated and rust-proof—in itself a strong sales feature—Their reputation for un- 
excelled performance and dependability is country wide. Increased coupling sales 
at attractive profits is the invariable experience of “DIXON LINE” jobbers. 


BUS 
‘OXON 


KING 


DIXON VALVE & COUPLING CO., PHILA. 


“CHICAGO Safety Plus” 
Socket Set Screws 


STEAM, AIR 
OR WATER 
HOSE COUPLINGS 


SPRAY HOSE 
COUPLINGS 


HOSE MENDERS 





“Boss” Female Coupling 


AIR HAMMER 
COUPLINGS 
STEEL AIR HOSE 
MENDERS 
SURE GRIP 
MENDERS 


= 5 


“Dixon” Air Hammer Coupling 


SINGLE BOLT 
HOSE CLAMPS 


DOUBLE BOLT 
HOSE CLAMPS 


SUCTION HOSE 
COUPLINGS 


“King” Single Bolt Clamp 



























A Consistent Seller 
for Distributors 


qnit , -omv “CHICAGO SAFETY PLUS” 
socket set screws are made of se- 

they lected alloy steel, carefully heat 
Os treated to give maximum strength 
and durability. Packed especially 
for distributors. A fast moving, 
quality line that makes distribu- 
tors’ sales efforts well worth the 
while. Steady repeat orders as- 


sured. 


The Chicago Screw Co. 


1026 South Homan Ave. Chicago, Illinois 
** Buy It From Your Distributor’’ 




















C. P. Spuck of Sager-Spuck Supply Com- 

pany, Albany, New York, was snapped as 

he explained the operation of a motor hoist 

to the Mill Supplies inquiring photog- 
rapher. 





Associations Tie-In Closer With 
Committee’s Work 
(Continued from page 37) 
made an honorary advisory member. 
Regular meetings of the Commit- 
tee are to be held semi-annually, one 
immediately following the annual 
triple convention and another the 
third Wednesday in November. Spe- 
cial meetings, of course, may be 
called by the chairman, or at the re- 
quest of five members of the Com- 

mittee. 

The executive committee held its 
first meeting in Cincinnati, June 23. 
The proposals already made to the 
Committee by individuals and or- 
ganizations for carrying the work 
forward were carefully reviewed but 
no decision arrived at. Another 
meeting will be held within two 
weeks when a full-time managing 
director probably will be named. 





Plant Modernization Is Paying 
Us a Profit 
(Continued from page 19) 

To cite one instance, we recently 
made a big improvement in the de- 
sign of our covers which not only 
increased their beauty, but reduced 
the cost of operation. The saving in 
production costs over that two-month 
period, and the added salability of 
our product went a long way toward 
paying for our new die-making equip- 
ment. 

We are thoroughly sold on the idea 
of modernizing, for we know it will 
pay us a profit. Therefore, we wel- 
come distributors’ salesmen who can 
suggest to us ways of cutting main- 
tenance or production costs by buy- 
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An Allen screw goes into your stock IF it successfully 
passes (1) steel specification analysis (2) blank gauging test 3 ay 
(3) socket depth and diameter test (4) thread gauge, micro- 
meter and comparator tests (5) Rockwell hardness and ° Og 
Allen torsional tests (6) visual inspection. . . The hollow a A 
screw that survives these tests will support your claims. 


THE ALLEN MIEG.COMPANY 
i ee HARTFORD, CONN. UW. S$.A. Bc 


> 
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FouR OUT OF FIVE 


NEED MORE 


VISES 


Points 
of Preference 


« Renewable Steel Jaws. 

- Swivel Base, 360 
gripping power. 

- Outside Saddle permits easy 
removal of screw for oiling. 


. Solid underportion 
added strength 


. Set screw in handle. 
. Castings of Parkco Metal. 
+ Full sized screw and nut. 


eo @ 


degrees 


w 


oe 
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now 





Makers of the Famous Parker Gun 


PARKER VISES 


The Charles Parker Co., Master Vise Makers, Meriden, Conn. "oat 







Probably four out of five of your customers 
need more vises, and as PARKER advertising 
has prepared the way, it should be 


an easy 
matter to sell them the PARKER VISE shown 
here It has been designed to meet every re- 


quirement of machinists. 

The rugeed strencth and effectiveness of 
PARKER VISES has been a matter of record 
for eighty years 


Available in all sizes, and sold thru jobbers 
exclusively. 


3? _Ly, 
IN 





N. Y. Salesroom, 25 Murray St., N.. ¥. €. 

















CAPITAL “RED CAP” 


Brushes and Brooms 


A modern line for 
practically all indus- 
trial requirements, 
possessed of a quality 
that stands up under 
competition. Write 
today for Catalog 17, 


our prices and our 
time-tested sales co- 
operation plan _ for 
distributors. 




















‘fon the Spot!’’ 
Is It Paying You? 


ANY front rank distributors have 

come to a realization that there 
is opportunity for volume business 
and worthwhile profits with the right 
line of industrial brushes and brooms. 
These distributors are now selling 
(we repeat it—selling) CAPITAL 
“Red Cap” Brushes and Brooms and 
making good money doing it. What 
about your brush and broom busi- 


ness? Is it all it should be? 


If not, 


investigate your possibilities with the | 


CAPITAL “Red Cap” Line. 


Indianapolis Brush & Broom Mfg. Co. 


Established 1890 


126 Brush St. 


Indianapolis, Ind. 








ing modern supplies and equipment. 

We’re mighty poor prospects now- 
adays for the order-taker, but the 
salesman who can show us how to 
improve operations or conditions 
within our plant by modernizing, will 
find us ready listeners. And what ap- 
plies to us undoubtedly applies also 
to every forward-looking industrial 
plant in operation today. 


Why Selling Through 
Distributors Pays 
(Continued from page 27) 
reduces the cost of distribution. 
Many distributors regularly pro- 
vide this type of information to 
manufacturers who are consis- 

tent in their sales policies. 

3. Marketing costs are reduced to 
a minimum when manufacturers sell 
through distributors : 

a. Expenses of maintaining a sales 

organization are less. 

b. Credit losses are less. 

c. Costs of entering, shipping, bill- 
ing and correspondence on or- 
ders are lower. 

4. By selling through distributors, 
the manufacturer is assured of keep- 
ing in closer touch with his products 
in actual use, thus insuring efficient 
performance. Also the manufacturer 
is more apt to have his products cor- 
rectly applied at the outset, because 
of the distributor’s intimate knowl- 
edge of plant operations and close 
contact with the plant’s operating ex- 
ecutives. 

In addition to the advantages in- 
dicated above in using the facilities 
offered by the industrial distributor, 
there are two important functional 
advantages : 

1. Selling through distributors re- 
duces the number of orders received 
for non-standard or special products. 

2. Selling through distributors re- 
duces the number of small orders, 
which would have to be handled if 
sales were made direct to the user. 

From these facts uncovered by re- 
search, it is apparent that manufac- 
turers selling through the distributor 
have many advantages over those us- 
ing other methods of getting their 
products into the hands of the user. 
The distributor cuts the cost of dis- 
tribution and, as is pointed out here, 
manufacturers making the proper use 
of his services are a jump ahead of 
competitors who do not, from the 
sales, merchandising, marketing, and 
service standpoints. 

Many manufacturers, distributors, 
and users are not aware of these facts, 
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“Kven though business is in- 
creasing, it doesn’t take so long 
to fill orders—thanks to those 
easy-to-read “Buffalo” labels. 
Correct sizes can be picked out 
almost in the dark; you can’t 
make a mistake. 


| “The Boss says the trade is more 
than pleased with the excellent 
quality of the Buffalo line and is 


demanding that brand be 
shipped them.” 


BUFFALO BOLT CO. 
NORTH TONAWANDA, N. Y. 











SERVICE...QUALITY...ACCURACY 
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WE'LL LEAVE IT 
TO OUR : 
DISTRIBUTORS | 


They'll tell you how 
readily it sells-how | 
profitable it is. 


She 
NEW BADGER 
CAR MOVER 


ST 


OER, 
RM 


nn ne 


’. 
Powerful Pia 
Compound Leverage a 
One Man Operated = 
A prospect at every he 


plant siding a 
Write today } 
for details and 
distributor 
terms 


Let us tell you, too, 
about its sister tool— 


The Advance py 0g 

Safety Car Wrench [ES 
Strong \ . 
Safe & 


Economical i, 
W 
ti 












+ 
¥ 


Sell these two great work- 
men in combination 





Advance Car 
Mover Co. 


APPLETON WISCONSIN 


Canadian Factory 
Canadian Advance 
Car Mover Co. 


Welland, 
Ontario, 
Canada 





OOOO—__/| | cy are prospects for many items 


it is true. Making industry distribu- | 
tor-conscious, therefore, is an educa- 
tional job. While this, obviously, calls 
for a nation-wide campaign, backed | 
by the entire distributing industry, 
much progress can be made if each 
distributor and salesman will acquaint 
himself with the facts and start now | 
to disseminate them properly. 








How We Get the Business When | 

the Going Is Hard 

(Continued from page 17) 
and there was little need for another. | 
But the man in -charge liked this | 
grinder and wanted it. As it hap- | 
pened, the one being used in this | 
small shop was the personal property 
of the man who became so enthusi- 
astic about the new grinder I was | 
demonstrating. Accordingly, he went 
to the plant owner and explained to 
him that he had developed a sudden 
need for his grinder at home. As a 
result, the owner was compelled to 
buy a new one. 

This simply illustrates that it never 
pays to assume that a customer is 
out of the market for any product 
without knowing definitely. Bear in 
mind, too, that a prospect’s needs 
change with time so that the fellow 
who refused to consider an item six 
months ago may be a hot prospect 
today. 

Getting the business when the 
going is hard calls for not merely 
a knowledge of the items in your 
catalog, but a thorough understand- 
ing of your customers’ needs and the 
application of the products you are 
selling to those needs. By way of 
illustration, I recall a large garage 
where a set of adjustable horses was 
wanted for raising trucks while re- 
pairs were being made. After study- 
ing this prospect’s needs, I decided 
that for his purpose another item 
was more suitable. It happened to be 
a simple device which sets under each 
axle end after the truck has been 
raised by a temporary jack. This 
allows one side to be raised higher 
than the other if necessary. In addi- 
tion, the device can be used to hold 
long work on a lathe. 

Seeing the advantages of this item 
the buyer purchased several sets of 
them and the sale amounted to sev- 
eral times as much as would have 
been the case if he had been sold the 
article for which he first asked. 

I have found garages particularly 
good customers during slack times. 


} 





Slip the disc onto the stem 
... no screwed-together parts 
to corrode or fall down into 
the line . . . no time wasted 
when a hurry-up repair is 
under way. A Pratt & Cady 
Renewable Disc Valve may 
save its cost many times over 
because of this important 
feature. 


Another advantage is the 
union bonnet. Upon expan- 
sion, the body is re-enforced 
—pressure and heat tighten, 
rather than loosen, the bon- 
net joint. 

Tough, close-grain Pratt 
& Cady Valve Bronze is 
used for the body. Stems 
are rod bronze. Kool- 
grip malleable iron hand 


wheels assure a_ firm, 
cool hold. 


Reading Steel Casting Co., Ine. 


An Associate Company of the American Chain 
Company, inc. 


BRIDGEPORT, CONN. 


Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland, Detroit, 
Hartford, Houston, New York, Phiiadelphia, 
Pittsburgh, Rochester, St. Louls, San Fran- 
cisco, Tulsa 


PRRAR ET < CADDY 


RENEWABLE 
DISC VALVE 
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LOWER COST 


CLIPPER Lacing Equipment offers to your trade the 
most efficient belt-lacing operation known at a 

LOWER initial and maintenance cost than any 
other comparable make in the world! 


LEZ 
IG 
Z. 


This is a dominating selling appeal— 
PLUS the fact that Clipper will stand 
up against the most punishing shop 
treatment. Clipper Lacing 
Equipment backs your claims 
with a record of unequalled 
achievement. 






The Clipper No. 6 Speed 
Lacer is a marvel of belt- 
lacing efficiency. Laces both 
ends of a six-inch belt in ex- 
actly 90 seconds. Weight 
only 56!/, Ibs. 37,500 Ibs. 


pressure. 


Clipper Lacers come in types 
for every requirement, lacing 
the smallest of belts up to 
the heavier and wider ones. 
The use of Clipper Hooks 
and Pins ensures a perfect 
lasting joint. 





Clipper Belt Lacer Company , Grand Rapids , Michigan 
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FIRE PROTECTION 





which very often are overlooked. 
There is, for example, a wire torque 
brush, commonly called a cup brush, 
that can be attached to a drill motor. 
This brush is excellent for cleaning 
and removing rust from the under 
side of trucks. It also may be used 
in cleaning brick or concrete sur- 
faces, castings, piping or any other 
place where there is scale to be re- 


Extinguishers i Safety and Ex- 
Pra ttteys Cans - Oily Waste Cans 








EQUIPMENT 


Fire prevention is better than 
protection, but when preven- 
tion fails, DIENER fire protection 
equipment should be on hand 











to fight the fire evil. » » » » 














Write for the com- 
plete catalog of .... 
Diener Fire Protec- 
tion Equipment. 











mM [GEO. W. DIENER MFG. CO. 
Pee room oe TN (@) NE @ de OW.\V, Se =| @NCT® 





Sas AI aR fib 


: 
f 









Add New Incentive to Your 


1 DART EQUALS 
2 Ordinary Unions 
Vv 
Sell Your Customers 
Double Value with 


DART UNIONS 





Selling Efforts win 
eDART UNIONS. 


Double “Bronze to Bronze” 
Ring Construction 


Your own enthusiasm for DART Unions will 
inspire you to immediate and fruitful sales 
effort. For you can’t see and study the Dart 
without recognizing the fact that there is 
“quality at a price,”—a product the merits of 
which will be quickly accepted by your cus- 
tomers. Aggressive distributors are making 
real profits on DART Unions today. You 
can, too. Write for a sample and our catalog. 


TEES e UNIONS e ELLS 
Screwed e Flanged 


E. M. DART MANUFACTURING CO. 


PROVIDENCE, R. I. 


Sales Agent: The Fairbanks Company, New York, and all Branches 
Canadian Factory: Dart Union Company, Ltd., Toronto, Canada 








| dent of the council. 
| Mason since he joined at Shreve- 


moved. By studying the plants of my 
customers, I have found many appli- 
cations for special items like this. 
Obviously, orders of this character, 
which I have dug up, have helped 
considerably in getting extra business 
when general conditions have brought 
about a slump in the sale of many 
staples. 


In another case, I was able to sell 
a number of small six-inch grinders 
in a plant where there was consider- 
able bench work. Previously, it had 
been the custom of the workmen to 
walk down to the far end of the shop 
whenever they had a tool to grind. 
While the walk perhaps was a diver- 
sion for the men, it wasted consid- 
erable time. Therefore, instead of 
selling a new grinder, I demonstrated 
the advantage of buying a number of 
small grinders to be installed at loca- 
tions about the shop where they 
would be within easy reach of the 
workmen. The total initial cost to 
the customer, of course, was more 
than had he bought but one grinder, 
but the increased efficiency of his 
plant more than justified the added 
expense. 

Summed up, from my experience, 
the best possible answer to the prob- 
lem of getting business, when the 
going is a little rough, lies in close 
observation of methods used by cus- 
tomers with a view to making sales 
by showing them how to increase the 
efficiency of their plants. 





Who’s Who 
(Continued from page 28) 


such he was presented with the watch 
he carries now. He is more active in 
traffic affairs than anything else and 
was instrumental in putting the boats 
back on the Red River. 


He has served the Boy Scout or- 
ganization faithfully for 15 years. 
At present he is a member of the 
Fifth Regional Committee and at 
one time served two years as presi- 
He has been a 
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SPECIALIZATION 


Leading distributors are profitably specializing on the Condor 
Line of Mechanical Rubber Products and Industrial Asbestos 
Friction Material, aided by Manhattan field specialists. 


Every item is an engineered product for a specific job, 
and has been developed and perfected by scientific manu- 
facturing methods, supported by “mill tests” as well as 


engineering laboratory specialization. 


If you are not already a Condor dis- 
tributor, write for full information about this 


volume-building and customer-satisfying line. 






The Condor Line serves 
ALL industrial markets. 


THE 
CONDOR 
LINE 


Transmission Belt 

Conveyor Belt 

Elevator Belt 

V-Belt 

Hose for all Uses 

Rubber & Asbestos Packings 
Asbestos Friction Materials 
Moulded Rubber Sundries 


Rubber Rings, Gaskets, & 
Washers 


THE MANHATTAN 
RUBBER MFG. DIVISION 
of RAYBESTOS-MANHATITAN, Inc. 


Executive Offices and Factories 
Passaic, New Jersey 
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port in 1911 and was Grand Com- 
WE ARE MAKING FRIENDS mander of Knight Templars of 
Louisiana in 1928-1929. He also 
with this New Lowell belongs to the Coastal Club of Cam- 


“SAFETY STEEL” 24” | cron Parish 


. His present hobby is hunting, 
reversible ratchet socket which is probably the reason he al- 


wrench. A tested and un- ways takes his vacation in the fall. 
conditionally guaranteed Mr. Pitts married Miss Clare 
handle Wise of Hazelhurst, Mississippi, on 
5 June 11, 1903. He had known her 

—. S40 Waa : since he lived on the farm near 
moog Fad — _ Ruston. They have three boys and 
flats) one girl. John L., Jr., is a practising 
‘ attorney in the firm of Hawthorn, 
Stafford and Pitts. Joe W. is secre- 
tary of his father’s company. George 
H. is now with the Republic Steel 
Company serving an apprenticeship 
in a steel school. Louise, 13, is in 


High School. 





Are you pushing and 
talking these tools? 





LOWELL 
WRENCH 
Co. 


UTSIDE of business, Pitts’ 
greatest piece of organization 
| work was in connection with the 






LOWELL 


WORCESTER, | disastrous flood in the south. He was 
MASS. RED RATCHET in full charge of Red Cross relief 


WRENCHES 


activities around Alexandria and ex- 
tended his work so far that Herbert 
Hoover, when he visited Alexandria, 
personally saw that Mr, Pitts re- 
ceived additional workers and sup- 
ee i tn plies. He has a very broad, sensible 
view of the flood situation and be- 
lieves the government’s final solu- 
tion will mean the greatest good to 
the greatest number. 

Mr. Pitts has always been active 
in industry association activities. He 
has just been elected president of 
the Southern Hardware Jobbers As- 
sociation, and has been a member of 
the Joint Merchandising Committee 
of the Mill Supply Business since its 
inception, representing the Southern 





Send for Catalog H. 








Supply and Machinery Distributors’ 

58 the story of Alligator Steel Belt Association. As vice-chairman of 

Lacing to as = 1931. This’ is part of our consistent long-time the committee he has been very ac- 

sae ae Sal Belt Lacing are profit sales for the jobber tive in helping develop the construc- 

and the stock turnover is rapid. tive program worked out by the 
FLEXIBLE STEEL LACING COMPANY group during the past year. 

ee ty oe Pavement, wate? _ j. L. Pitts’ unusual talent as an 


executive has been extended beyond 
his own business to the benefit of 
his city and of the mill supply in- 
dustry as a whole. He has been an 
active member of the Joint Mer- 

a chandising Committee of the Mill 
NEVER | 


LETS a Supply Business since its inception ; 
Be and at the time of the disastrous 
Ne fa flood in the south he proved that his 
organizing ability was not limited to 

the world of business, for he success- 
fully directed the entire Red Cross 
| relief program around Alexandria. 
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Be the first in your plant 
| to discover this saving... 


| Scores of alert men in shops and purchasing departments have seen the opportunity to 
gain the added goodwill of the firm by making a “cost-per-hole” test on reamers. They 
| have discovered important new facts about the widely varying performance of different 
reamers on the same job. Many have reduced reamer costs 85 and 80% simply by 
making known the reamer with the lowest cost-per-hole record, as revealed by their test. 
if your shop is not using “Peerless” High Speed Reamers, you may be able to show equal 














savings. Will you be the first in your plant to make this sensible and practical test? 
Send for the test forms and necessary instructions. They cost you nothing — obligate 
you in no way. See the coupon below. 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 

















month ending June | KEY TO CHART 
, , = jo Change 
15, 1931, with business \4 — Increase 
during the corresponding val —= 5% increase 
; = Decrease 
period of 1930. = oe 
*Better comparison than last month 
rs Ep eny eres EE EE: ES 
WEST 
Item _ENGLAND | ATLANTIC | CENTRAL | CENTRAL | SOUTHERN) WESTERN | 





Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase 





























Nuts, Bolts, and Rivets 


| 
r T = T . i aE a SES ’s + a, 7 
Belting, Conveyor * | } 
Compressors ‘ { " | 
. a ' silos 28 +1 ' a 
Concrete Forms, Road, 
Curb, ete. * eee j 
Conveyors, Portable 
+—— —t+--+—__+ ad 
Cranes and Shovels | 
Electric Tools— Ty | ' 
Drills, Hammers, etc. | 
® >: ‘ee 
Engines, Gas, etc. 
r —-+—-4 - — 
Grinding Wheels, Wire | 
Wheels, Brushes (Prod.) a | a * 
Hand Tools—Saws, Ham- } ’ 
mers, etc. _. 
Hoists—Chain, Electric, | | 
etc. : 
Machine Tools and Equip- E 
i ment . 
Mechanical Rubber Goods ; 
__—Belting, Hose, etc. § 





Paint Spraying Equipment 





| Pavers and Mixers 





Pips, Valves and Fittings 


T 


; - 

ae a a 
- - 
, t 


Pneumatic Tools 





| Pumps 


r 


afety Equipment—Fire Ex- 
}.tinguishers, Masks, etc. 


Shop Supplies—Brooms, 
Brushes, Waste i 


2 eee 


|Tools, Pipe Threading _ 
| Tractors and Graders 

i Saaiaiinien Reulement— | 
|_Belting, Pulleys, etc. 
\“v".Belt Drives 


Wheelbarrows, Shovels, 
etc. 














a es 





Wire Rope 
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With this practical drive, 
power is DEL/IVERED— 


® From motor to driven machine, without 
not Gi sor oe power-absorbing parts, the Rockwoop 


Short-Center Drive delivers required power 





—swiftly and smoothly . . . No gears, no 
chains, no special shaped belts, no idler 
pulley. The pivoted motor base makes them 
all unnecessary, giving a better, simpler and 
more efficient drive. 

The best of pulleys and belt are used, 
assuring maximum transmitting capacity 
. . . Uniform belt tension is maintained, 
assuring constant speed and constant pull... 
Minimum belt tension is employed, assuring 
long life to belt and bearings. 

Wherever space must be conserved and 
power must be smooth and steady, the 
Rockwoop Drive is your logical choice. In- 
vestigate its many advantages! 





cat DRIVE 
Seomrc ene FLAT _ 





MAIL TO 
The Rockwood Mfg. Company or Ohio Valley Pulley Works 
Indianapolis, Indiana Maysville, Kentucky 


I want full information on the Rockwoop Short-Center Drive. 
Please send Book G-31. 


® THIS HANDY BOOK FREE 


Gives full description and prices of complete 
range of standard Rockwoop Drives ready for 










immediate delivery . . . for motors from 1 to Name 

50 h. p. and for any center distance desired. Company 

Larger sizes, and special mountings for ma- {dd 
Address 


chinery builders, also available. ‘Pies emeees 
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anufacturers News 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are especially desirable 





—_-Wv 








Philip S. Rinaldo Passes Away 
president 


HILIP S. Rinaldo, sside 
of the Flexible Steel Lacing 


Company, passed away, Satur- 
day, May 30, at the age of 54. 

In March, 1907, Messrs. Rinaldo, 
A. B. Beach and G. E. Purple found- 
ed the Flexible Steel Lacing Com- 
pany. Mr. Rinaldo was secretary and 
treasurer of the company from its 
beginning, and in later years, general 
manager. In February of this year 
he was elected president to succeed 
Mr. Purple whose death occurred 
November 3, 1930. 

Mr. Rinaldo was well loved by his 
friends and business associates and 
by those who were helped through 
his generous charities. 

Funeral services were held Mon- 


day, June 1, at his late residence, 
829 N. Wheaton Avenue, Wheaton, 
Illinois. 


He is survived by his wife, two 
daughters and three sons. The oldest 
son, Philip, is associated with the 
company as assistant treasurer. 

-— 

Complete New Catalog on 

Dayton Drives Ready 

The Dayton Rubber Manufactur- 
ing Company has just published an 
extensive new catalog on cog-belt 
drives, containing seven sections, 
each printed on different stock to fa- 
cilitate locating the various informa- 
tion contained in the book. 


These different divisions contain 
the following information: general 


description with typical installation 
views ; data on standard stock drives, 
using cog-belts of cross-section A, b, 
and C; similar information on non- 
stock drives, and general details of 
pulley construction and calculation 
data for special non-stock drives. 





New Gilmer Book Gives Engineer- 
ing Data 
A fine new 62-page book on Gil- 
mer V-Belts is now being distrib- 
uted. The company products are 
effectively presented, so that the 
reader can see at a glance the prin- 
cipal features of the line. A large 
part of the book is given over to 
tables of complete engineering data. 
* * * 


Thomas S. Poole Dead 


Thomas S. Poole, 
sentative in the southern territory 
for Whitman and Barnes, Incor- 
porated, Detroit, died June 2 follow- 
ing an operation for appendicitis at 
Detroit. Interment was at River- 
side, California, the home of his 
mother and sister. 

Mr. Poole had been with Whit- 
man and Barnes and the Detroit 
Twist Drill Company for nine years. 


former repre- 





B. F. Ruether 





\ 
Ruether Vice-President of 
Mechanical Rubber 

Distributors of The Mechanical 
Rubber Company, accustomed to re- 
ceiving mail signed by B. F. Ruether 
as “manager of sales,” have noticed 
that this title has recently been 
changed ‘to “vice-president.” 

Mr. Ruether’s election to this posi- 
tion has come as a result of his 26 
years of successful service with the 
company. During most of this pe- 
riod he has devoted his time to the 
marketing of mechanical rubber 
goods through industrial distribu- 
tors. 

As vice-president of The Mechan- 
ical Rubber Company, Mr. Ruether 
will continue direct supervision of 
all activities of the sales department. 

* * * 


Gross Promoted by A. M. Byers 
Company 
Charles Gross, formerly superin- 
tendent of the South Side, Pitts- 
burgh, works, of the A. M. Byers 
Company, is now general superin- 
tendent of the company’s Economy, 
Pennsylvania plant. He succeeds C. 
W. Edwards who resigned recently. 
Amos Kamerer formerly pipe mill 
superintendent at the South Side 
plant is taking over Mr. Gross’ work 
at the Pittsburgh plant. 
e 2 * 


Mace Manager of New York Sales 
for Yale and Towne 

W. S. Mace has been made man- 
ager of sales for the Yale and 
Towne Manufacturing Company in 
the metropolitan area of New York. 
In this capacity he will have charge 
of the New York contract depart- 
ment. 

Mr. Mace has for many 
been associated with the Lockwood 


years 
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Distributors 


WITH 


Belmont Modern Quality 


PLUS 


Belmont Sales Support 


ODERN production and main- 

tenance methods require mod- 
ern quality packings. Consequently, 
the BELMONT distributor is in a 
position to do a real constructive 
and profitable sales job, for BEL- 
MONT asbestos, flax and rubber 
packings fill today’s most exacting 
demands to perfection. Add to this 
high quality factor, the unswerving 
BELMONT policy of sales protec- 
tion and cooperation for its distrib- 
utors, and you have a combination 
mighty hard to beat. 


Distributors: Stop looking for bet- 
ter packing ... write for our 
catalog and details of our 
distributor plan 


The Belmont Packing & Rubber Co. 


Philadelphia, Pa. 





Belmont Valve Stem—Braided and Twisted 


BELMONT PACKINGS 


— Put Profit 


in Your Packing Business 















Belmont’s Effective Plan 
of Distributor Cooperation 





















Our Policy— 


BELMONT markets its products 
through the distributor and gives 
him every sales help within its power. 


National Advertising— 


BELMONT’S national advertising 
in consumer publications stresses the 
advantages of BELMONT packings 
and makes clear the fact that they 
are to be obtained through the dis- 
tributor. 


Catalog and Circulars— 
BELMONT distributes its 92-page 
catalog freely, and offers a series of 
circulars, bearing the distributor's 
imprint, for direct mail service. 


Field Service— 


BELMONT provides factory trained 
men to work with distributors and 
their salesmen among customers and 
prospects. 





Belmont Style No. 30 H. P. Spiral 





- + « “THERE IS A BELMONT PACKING FOR EVERY SERVICE” - - - 

















MILL SUPPLIES 








A Grecian fable describes the origin of 
the saw by relating how Talus, having 
found a bone of the saw-fish, produced 
a saw by drying the bone and using 
it as a saw. 

In these modern times we have hack 
saws and band saws that cut through 
the hardest metals with the greatest ease 
and few of us realize the many cen- 
turies of development in metallurgical 
engineering and experiment that was 
necessary to produce the modern metal 
cutting saws. 

Victor saws have half a century of ex- 
perience behind them that embod’es the 
most rigid and exhaustive tests—result- 
ing in a degree of utmost perfection. 
A trial will convince you of their ability 

to do a better job. 


tributor 


VICTOR SAW WORKS, Inc. 


MIDDLETOWN, NEW YORK 


Buy from your di 





HACK SAWS 


adBAND SAWS 








F. V. Jelinske has just been made manager 
of the Appleton Car Mover Company of 
Appleton, Wisconsin. For s:x years before 
receiving this appointment, Mr. Jelinske 
was with the Harley Davidson Motor 
Company of Milwaukee do‘ng sales pro- 
motional work. His activities covered the 
United States, Canada, and Mexico. He 
also had charge of this company’s sales 
statist‘cal divisicn for about two years. 


Manufacturing Company, South 
Norwalk, Connecticut. For the past 
few years he has been vice-president 
of the company. Previous to this 
connection he was with McKinney 
Manufactur'ne Company, Pittsburgh. 


* * * 


New Jones Catalog on Speed 
Reducers is Ready 

The new catalog number 50 just 

issued by W. A. Jones Foundry and 

Machine Company, Chicago, cover- 


ing worm gear speed reducers, has| 


63 es showing pictures, diagrams, | ‘ 
pas 6 | S ated by new and improved 


tables of horse power ratings, and 


standard dimensions as well as torque | 


-tributors affiliated with W&B 


charts. Photographs of the products | 


in actual use are also a feature of 
the book. 
* * a 


Dumore Holding “Finals” in 
Golf Sales Tournament 
Final contests in the golf sales 
tournament being sponsored by the 
Dumore Company, Racine, Wiscon- 
sin, are approaching. This contest 
among distributors’ salesmen started 
February 1, and will end July 31. 
The company’s sales territory has 
been divided into three sections, and 
three sets of prizes are to be awarded, 
each to consist of three prizes—first 
prize, six club matched set Kroydon 
irons, second prize, Kroydon Dictator 
driver and brassie, and third prize, 
one dozen Silver King balls. 
Yardage is governed by the amount 
of sales, each contestant being al- 











Speaking 
of Sales 
Opportunities 


What sales opportunities has 
your drill and reamer connec- 
tion provided for you during 
the last 18 months? Have you 
ever checked up to see where 
you are getting in this branch 
of your business? 


Whitman & Barnes distribu- 
tors have been provided with 
additional sales opportunities 
by the recent development of 
such outstanding items as Blue 
Diamond high speed drills, 
Hercules Major drills for drill- 
ing high manganese steel and 
other metals beyond the range 
of regular drills, and Hercules 
interchangeable punches and 
retainers, an advanced method 
of metal piercing. 


The sales opportunities cre- 
products will continue for dis- 


leadership under a definite plan 
for profitable operation. 


It’s time to check the pro- 
gressiveness of your manufac- 
turers and the sales opportuni- 
ties they provide. 

If you find your drill and 
reamer line sluggish, and are 
interested in doing a real job, 
write for details of the W&B 
franchise. 


WHITMANSBARNES 


INCORPORATED 
DETROIT, MICH. 


Chicago New York 
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Vo Ot 
Drop Forged 
Integral Flanged 


| 6-600 Lbs. at 900°FE. 
"4 “1350 Lbs. at 900°E »” 


THE LARGEST FORGED STEEL VALVES 
FROM THE LARGEST STEAM DROP HAMMER 


New and improved equipment is frequently added 
to Vogt shop facilities consistent with a long 
established policy of keeping ahead of present 
demands and anticipating future needs. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, KY. 


Manufacturers of: Drop Forged Steel Valves and Fittings, Water Tube and Horizontal Return Tubular Boilers, 
Oil Refinery Equipment, Ice Making and Refrigerating Machinery, Heat Exchangers. 


a | 
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The GARAGE Brush 


One of the Leaders that makes the 
Sullivan Line a Standout for Distributors 


The SULLIVAN Garage Brush is made with coarse bassine 
center, with patent fiber casing. The bassine moves heavy 
dirt and grease and the patent fiber case picks up 
the finer dust. An excellent brush: for use in 
garages or on concrete floors generally. 


Every Item Must Command 
Volume Sales 
Every brush, broom or mop must be justified 
by a definite need for it, or it is dropped from 
our line. Thus the SULLIVAN distributor can render 


real service—at a profit to himself—without being burdened 
with obsolete items. 


Write for Catalog No. 5 and Distributor Terms 


SULLIVAN BRUSH CO. 


INDIANA 


TERRE HAUTE 
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Tsciupine welded and 


brazed steel products, the Wall 


P is ina 
line for industrial use 15 U 





usually complete. Priced excep- 
tionally low considering quality 


and ability to render “Service 
with Safety” under severest 


operating conditions. Write. 

Pp. WALL MFG. SUPPLY CO., 
3126 Preble Ave-,N-S- 

Plttsbergh. Pa- 

TF pREADN AU GuT 

: _____gercice With Safety” ——— 
ae s 
BLOW TORCHES & FU RNACE 
Carriers ° Tallow Pots - Oilers 














Brooklyn Packing Company to 
Make “Ambest” Product 

The Eureka Packing Company 
and the Braiding and Packing Works 
of America, Brooklyn, announces that 
it has purchased the trade-mark and 
right to manufacture “Ambest” me- 
tallic packing in loose strand form, 
encased, and in ring form. 


* * * 


Monarch Stages Tool Shows 

for Distributors 

The Monarch Machine Tool Com- 
pany, Sidney, Ohio, has been pre- 
senting a series of demonstrations 
during the last few months in the 
sales rooms of some of its distribu- 
tors. 

Demonstrations were held at the 
following organizations : Strong, Car- 
lisle and Hammond Company, Cleve- 
land; Doyle Machine and _ Tool 
Company, Syracuse, New York; 
Lynd-Farquhar Company, Boston; 
University of Detroit Engineering 
Laboratory, Detroit, and.at the new 
Monarch branch in Chicago. At the 
same time these demonstrations were 
taking place, a special exhibition of 
the Monarch-Keller form turning 
machines was given both at the Mon- 
arch plant in Sidney and in the plant 
of the Keller Engineering Corpora- 
tion, Brooklyn. 


* * * 


Abrasive Companies Consolidate 

F, E. Gallagher, vice-president of 
the Behr-Manning Company, Troy, 
New York, has announced the con- 
solidation of that company and the 
Norton Company, Worcester, Mas- 
sachusetts. Both companies are 
manufacturers of abrasive materials. 


* * * 


Quammen Manager Cutler- 
Hammer District Office 

D. J. Quammen has been made 
manager of the Philadelphia district 
office of Cutler-Hammer, Milwaukee. 
Mr. Quammen succeeds F. J. Burd, 
who has been made assistant manager 
of the Chicago office. Mr. Burd will 
have charge of industrial sales in the 
Chicago district, and of the C-H pa- 
per machine drive, throughout the 
country. 

Mr. Quammen has been connected 
with the Philadelphia office of Cutler- 
Hammer for the past five years as a 
sales engineer. He is a graduate of 
the University of Wisconsin. 
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NOW! 









WE PUT THE 


COGS | eee 


fol my Wane) | Easily Without Distortion 
\/-BELTs —Which Means Greater 
Efficiency...Longer Life 














COG CONSTRUCTION 
TELLS YOU, 
“THEY'RE DAYTONSI” 


































We invented and patented cog con- 
struction for Dayton die-cut V-type 
belts, and this construction is therefore 
exclusive with Dayton. No other 
maker can use it. When you see a V- 
: type belt with a cogged inner surface, 
* you know it's a Dayton-made belt. 
Cog construction gives Dayton belts great flexibility 
without distortion. Daytons bend around extremely small 
pulleys at high speed—easily. Internal heating is elimi- 
nated. Longer life, with lower cost of upkeep, is assured. 
But that's not all of the Dayton story by any means! 
COMPLETE DRIVES — PULLEYS AND BELTS Another very important feature is the fact that Daytons 
are die-cut. This assures not only exact fit and greater 
gtipping power in the pulley grooves, but also instant 
release from the grooves when the belts straighten out 
There's no slipping—no loss of power—no weaving, 
rippling or turning over in the grooves. 
Furthermore, Dayton Cog-Belts do not stretch. In no 
other V-belt is the fabric kept under such tremendous 
tension during the vulcanizing process—which means 
fewer adjustments, less maintenance and longer life. 
These facts give you some idea of the outstanding ad- 
vantages of Dayton Cog-Belts. But learn the whole story. 
Write for a Dayton Cog-Belt catalog and sample section 
of the belt—today. 








THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 







Factory Distributors in principal cities and all Westinghouse 
Electric and Manufacturing Company Sales Offices 








The Cog Section for extreme fenibility ot high speeds . with. 
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of vulcanized, strong cord fabric, bies-<v! te eccommodate . 

na COG-BELT DRIVES 

power ore eccurete end stey eccurete 
r 
] 
eC DAYTON COG-BELT DRIVES ARE WELL ADVERTISED 
. Full page advertisements like the above appear regularly in leading industrial 

magazines, reaching the key men in thousands of industrial plants. 

| Plant managers, production men, foremen and workers are being told each 
_ 5 month about the efficiency, economy and long life of Dayton Cog-Belt Drives 
a if and also about the many exclusive features of Dayton Cog-Belts. 
f This advertising is supplemented by sales letters and folders, the distribution 






of catalogs and samples, and by the personal sales work of factory representatives. 


This program of advertising and sales work paves the way for distributors’ salesmen. 





THE CLOCK 
OF INDUSTRY 


STRIKES 


IT’S TIME TO SELL THE ofpiciency + econouny +long tite 
of, DAYTON COG-BELT DRIVES 


Today, as never before, industry is pushing for- 
ward toward new standards of production in 


which waste and inefficiency have no part. 


Your Opportunity 


The definite trend is not only toward V-belt 
drives, but is toward Dayton Cog-type V-Belts 
in particular. As there are no other Cog-Belts 
but Daytons, the cog feature being completely 
protected by Dayton's basic patents, the Dayton 
franchise is continually growing more and more 
valuable. Mill supply distributors have found 
that Dayton Cog-Belt Drives sell easily and open 
the door to sales of other mill supplies of all 
kinds. They are the key to new accounts. They 
present one of today’s outstanding sales oppor- 


tunities in the industrial supply field. 


How Dayton helps 


Fourteen Dayton District Sales Offices conven- 
iently located, mean expert factory-trained help 
for your salesmen on important jobs. Our en- 
gineering department is always at your service. 

Note the exclusive points of Daytons as illustrat- 
ed here. But get the whole story. Write for a Cog- 
Belt Catalog and sample section of belt...now. 
THE DAYTON RUBBER MANUFACTURING CO. 


DAYTON, OHIO 
1-14 








Jayton 
COG-BELT DRIVES 
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The Buyer Can’t | 


Ignore This Fact | 


‘ 
“Use-Em-Up”’ 
Drill Sleeves and Sockets 


Will Save Him 
Money|! 


He can make his drills just as good as 
new—even when they have lost their 
tang — with “USE-EM-UP” Drill 


| 
| 
| 








Sleeves and Sockets. That is a dis- 
tinct saving for him—in’ some cases 
amounting to large sums annually. 


 ——— 


USE-EM-UP 
Drill Sleeves 
and Sockets 


A LUCRATIVE LINE 
FOR DISTRIBUTORS 


When you can show your customer 
definitely how he can reduce drill 
costs, you’ve practically completed 
your sale. You can do exactly 
that with “USE-EM-UP” Drill 
7 and Sockets. Not a doubt 
of it. 





Don’t hesitate. Act today. Inves- 
tigate your sales and profit oppor- 
tunities with “USE-EM-UP”, 


Let Us Tell You About Ou 
Money Making Test Proposition 


» » We Will Also Send Details | 


LOVEJOY 


TOOL WORKS 
328 W. OHIO ST. 
CHICAGO, ILL. 











William L. Hartley 


Link-Belt Makes Hartley Detroit 


Sales Manager 


Link-Belt Company, Chicago, an- 
nounces the appointment of William 
L. Hartley as district sales manager 

| in charge of the Detroit territory. 
Mr. Hartley has been in the em- 
ploy of the Link-Belt Company since 
From 1917 to 1919 he was 
with the United States Expeditionary 
Forces in France, rejoining the Link- 
| Belt organization after his return | 


1915. 


from service. 


In 1926 he was promoted to the 
| general sales department and in 1927 | 
was transferred to the Kansas City | 
Since 1928 he has been in 
charge of the foundry sales division 


office. 


of the company. 
* * * 


Valuable Handbooks Issued by 


Republic Steel 


“Sheet Iron—a Primer,” a 64-page 
booklet telling in 
technical language the story of iron- 
working and describing modern com- 
| mercial practice of sheet rolling, is | 
one of three new booklets recently 
| issued by the Republic Steel Cor- 


On Our L-R Flexible Couplings | 


illustrated 


poration, Massillon, Ohio. 
“Toncan Iron 


alloy pipe. 


“Agathon Alloy Steels” is an illus- 
trated book of 132 pages giving re- 
cent data on alloy steels. Complete 
for heat treatment of 


instructions 


Unbreakable! 


Patented 






1. High Speed Steel 
Cutting Edge 


Tough Alloy Steel 
Back 


MARVEL 


High-Speed-Edge 





Pipe for Perma- 
nence” illustrates installations and ap- 
plications of copper molybdenum iron 


HACK SAW BLADES 


| MARVEL Blades are patented and are 
| the only hack saw Blades made with the 
| High Speed Steel cutting edge welded to 
the tough unbreakable back. 
Guaranteed Unbreakable—even in case of 
accident. 
MARVEL Blades cost no more than other 
High Speed Steel Blades. Sizes for all 
power hack saws. The list of users is in- 
creasing daily. 
Write for full details—Price 
Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 
353 N. Francisco Av., CHICAGO, U. S. A. 












Ve Vabre with the Reversible ise 6 Seat 
Increase Your 


Valve 


Sales 
With Williams 


REVERSO 
VALVES 


yo buyers want valves that 
give high efficiency at low 
operation cost. They want valves 
that insure great dependability 
and give long service. They want 
Williams Valves. Let us tell you 
how you can increase your valve 


sales. Write today. 





THE D. T. WILLIAMS VALVE 


COMPANY 
CINCINNATI, OHIO 


these steels is given in convenient 
chart form. (Continued on page 95) 
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A medium published exclusively for 
distributors and their salesmen 


Getting and 





Holding the 


Materials Handling Business 


“‘Salesmen of the William H. Ziegler Company 

sell materials handling equipment on facts, not 

guesswork, and by so doing automatically lift 
themselves out of the price competition class”’ 


ATERIALS handling equipment is one of the 
M most essential lines, and profitable as well, for 
the construction equipment distributor, accord- 

ing to the William H. Ziegler Company, Minneapolis. 
Improvements in handling equipment are constantly 
being effected and the distributor must keep in close 
touch with developments if he has any expectation of 
getting the share of the business which he deserves. 
The Ziegler Company 
is unusually alive to the 
significance of new and 
improved equipment 
and it wastes no time in 
putting the facts before 
its customers, For many 
years, this organization 
has found it profitable 
to invite customers to 
its showrooms for dem- 
onstrations of new 
equipment. A year ago, 
for example, more than 
400 men attended such 
a meeting. These new 
equipment displays, the 
company reports, have 








Conveyor used on the government dam project at Minneapolis 
for handling wet concrete. 


a powerful educational effect and have been an excellent 
means of bringing about a closer contact with customers. 

Among the many important materials handling items 
on which decided improvements have been made and 
which the distributor can expect to sell profitably are 
bins and hoppers. Of recent years, steel equipment has 
replaced wooden for many uses. General contractors, 
who want to move their materials handling equipment 
from one location to 
another, frequently pur- 
chase portable steel bins 
with a low over-all 
height which permits 
loading with a_ truck 
crane or other short 
boom cranes, and which 
can be easily transport- 
ed on a truck or flat car. 

More permanent in- 
stallations, such as bins 
used on large contract 
work or in concrete 
products plants, are 
furnished with from 2 
to 6 compartments with 
capacities of 170 cubic 







































Steel bin being built into a 
concrete mixing plant. For 
many uses, steel bins 
are rapidly replac- 

ing wooden ones. 





A small portable conveyor used for loading sand and 
gravel from pit to truck. 


yards to 400 yards, depending, of course, on the height. 

After an order for steel bins has been secured, the 
next step, of course, is to determine what type of weigh- 
ing hoppers are needed. Ziegler has pushed the sale of 
hoppers arranged for single, double, or triple weighing 
of aggregates in a multiple compartment, with a multiple 
beam scale and tell-tale dial. With this type of equip- 
ment, a separate compartment in the weighing hopper 
and separate beam for each of the materials to be weighed 
is provided. In selling this equipment it is important to 
watch that the type of filling gate is suitable for handling 
the different materials to be weighed. 

Conveyor systems, of course, are very necessary in 
many construction jobs and the Ziegler Company keeps 
on the lookout for such business. A recent installation, 
for example, consisted of several units combined into 
one large system for handling all the materials needed to 
construct a government dam lock on the Mississippi 
River, near Minneapolis. The interesting feature of this 









90 





This grou 
stration of new equipment at the William H. Ziegler Com- 


of some 400 men attended a display and demon- 


pany, Minneapolis. 





A Ziegler salesman sold this gravel loader for use on a 
paving job. 


job was the large belt conveyor. In selling this equip- 
ment, factory engineers were called in. Their recom- 
mendations were accepted and the equipment installed 
under Ziegler’s supervision. On a large installation, Zieg- 
ler usually secures the manufacturer’s recommendation. 

There is a ready market, also, for portable conveyors. 
In selling them, the strongest argument is that of com- 
paring the time required for loading a given quantity 
of material by machine with that needed when the job 
is done by hand. Often, the savings in labor costs alone 
are sufficient to pay for the equipment. 

Whenever a contractor gets a new street paving job, 
that should be an immediate signal to the distributor to 
check up on gravel loading equipment. The advantages 
of a gravel loader are: 1. It is self feeding; 2. It auto- 
matically pulls itself along as it digs into the gravel pile; 
and 3. It has a floating boom. 

These features make for unusual speed and efficiency. 

The success of the Ziegler Company in selling ma- 
terials handling equipment is due largely to its untiring 
efforts in studying practical methods of handling ma- 
terials, so it can make money-saving recommendations. 

Once a customer is convinced of the reliability of a 
source of supply, both from the service and quality 
standpoints, he is not likely to shop around in the hope 
of getting a lower price elsewhere. 

Ziegler salesmen sell materials handling equipment on 
facts, not guesswork, and by so doing, automatically lift 
themselves out of the price competition class. That’s 
why so much profitable business is attracted to Ziegler’s 
doors. And, after all, isn’t that the only business worth 
going after? 
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N A THOUSAND TESTS, W 00d’s 

Mo-/yb-den-um steel shovels 
have proved that they outwear 
other shovels 2 to 6 times. Invite 
your customers to match “Moly” 
against other makes. Let them 
name their own test! 


Whether it’s wear, resilience, 
toughness, or hardness—you can 
be sure Wood’s “Moly” will 


PaParaPa WO O D’ S FaParars | 
MO-LYB-DEN-UM 
fararaSHOVE LS rarars 


Let Customers Name 


Their Test for “Moy” 


come out on top! For Wood’s 
Mo-/yb-den-um is a super-steel 
that is hard without being brittle 
— tougher, lighter, uniform in 
quality—a steel that will outlast 
any other ever made. 


Right now, customers appreciate 
economy and value more than 
ever. Get them started on “Molys”. 


THE WOOD SHOVEL AND TOOL CO. 
‘Piqua, Ohio 
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Beck Manages Division for Inde- 
pendent Pneumatic Tool 


\ , TILLIAM L. Beck has been 
appointed manager of the 
distributors’ division of the 
Independent Pneumatic Tool Com- 
pany, Chicago, maker of air com- 
pressors and contractors’ tools. He 
will direct the activities of the com- 
pany in the development of a resale 
organization for air compressors and 
tools. 
Mr. Beck was with the Gardner- 
Denver Company for five years, the 
last two as eastern sales manager. He 
left this company to join the Har- 
nischfeger Corporation of Milwau- 
kee, and spent the next two years in 
traveling throughout South America 
as manager of sales. On his return 
to America he was employed by the 
Austin Machinery Corporation in a 
consulting capacity in the develop- 
ment of its sales policies. 

In addition to this background Mr. 
3eck is a graduate engineer with 
seven years’ mining experience. He 
will make his headquarters at the gen- 
eral offices of the Independent Tool 
Company. 

oe @ 
Broderick and Bascom to Sell 

Through Interstate Equipment 

3roderick and Bascom, manufac- 
turer of yellow strand rope, has 
turned over its tramway business to 
the New York branch of the Inter- 
state Equipment Corporation. 





The W. S. Wilson Corporation, New York, 
is adding to its V-belt stock. This pic- 
ture shows a part of the addition. 





Interstate Has Exclusive Hoist 
Distribution 

The Interstate Equipment Corpo- 
ration, Newark, has exclusive sales 
rights throughout the world on 
Weyman’s portable powered hoist. 
Ten thousand circulars were recently 
mailed on this hoist and inquiries are 
on hand from prospects in such va- 
ried locations as Mexico and Hol- 


land. 


*k * * 


Ziegler Sells “Bully” 

The George W. Ziegler Machinery 
Company, Pittsburgh, has taken on 
the “Bully” line of gear operated 
bulldozers for Caterpillar tractors in 
all sizes. The “Bully” is a new prod- 
uct being made by Neiss and Com- 
pany, Minneapolis, and the Ziegler 
company had the distinction of sell- 
‘ng the first one. 


* * * 


Bacon Company Marks 21st 
Birthday with Sales Conference 

An optimistic outlook for the fu- 
ture and specific plans for justifying 
this point of view were features of 
the 2lst annual sales conference of 
the Edward R. Bacon Company, San 
Francisco. 

Edward R. Bacon, president and 
founder of the company, opened the 
convention, tracing the growth of 
construction in the west and more 
particularly in his company. Major 
construction projects were discussed, 
and reports from divisional managers 
heard at the banquet held in the eve- 
ning of the first day. The next day’s 
events included discussion of recent 
developments in equipment and meth- 
ods, plans for enlarging the com- 
pany’s activities, and an inspection 
trip to the contractor’s machinery 
exchange in Oakland. : 

A new service department, lubri- 
cation maintenance, is to be added to 
the company’s organization this year. 
Four new accounts have also been 
taken on—the Lakewood. Engineer- 
ing Company, Columbus, Ohio; 


NEws of the Construction 
Equipment Field ¢ 


Lidgerwood Manufacturing Com- 
pany, Elizabeth, New Jersey; Mid- 
West Locomotive Works, Hamilton, 
Ohio, and Ohio Locomotive Crane 
Company, Bucyrus, Ohio. 


* *« * 


Bernard Purchasing Agent for 
Lidgerwood 

H. P. Bernard has been made pur- 
chasing agent of the Lidgerwood 
Manufacturing Company, Elizabeth, 
New Jersey. He succeeds J. J. 
Huether. 

* * * 


Bucyrus-Erie to Make “‘Load- 
master’’ Crane 
Bucyrus-Erie, South Milwaukee, 
has taken over the manufacture and 
sale of the “Loadmaster” revolving 
boom crane formerly sold by Fred- 
eric H. Poor, Incorporated, New 
York City. 
* * * 
Gardner-Denver Selects New 
Distributors 
Recently-appointed distributors for 
the Gardner Denver Company are: 
the William T. Walsh Equipment 
Company, Cleveland; the Virginia 
Tractor Company, Richmond, Vir- 
ginia; and C. F. Rabbeit, Incorpor- 
ated, St. Louis, Missouri. 


* * * 


Lavino and Company Distributes 
New Bulletin 

E. J. Lavino and Company, Phila- 

celphia, has ready a new bulletin 

covering its “Kromepatch” cement. 








Display of small construction equipment at 
the Interstate Equipment i 
Newark, New Jersey. 
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Durkee Chicago Representative 
For Armstrong 
C. S. Durkee, Chicago, has been ap- 
pointed Chicago representative for The 
Armstrong Manufacturing Company, 
Bridgeport, Connecticut. He was 
formerly western manager for J. H. 
Williams and Company of Buffalo. 











Osgood Announces New Perma- 
nent Branch in Ridgefield 
The Osgood Company has estab- 
lished a new permanent sales and 
service branch at 1038 Hoyt Avenue, 
Ridgefield, New Jersey. 
a 
Hercules Powder Promotes 
Marvin 
Theodore Marvin, who has been 
assistant advertising manager of the 
Hercules Powder Company, Wilm- 
ington, Delaware, has been made ad- 
vertising manager. He succeeds the 
late Nelson S. Greensfelder. 
a 


Baldwin-Duckworth Catalog 
on Sprockets 
The Baldwin-Duckworth Chain 
Corporation’s bulletin number 41 list- 
ing Baldwin stock sprockets with in- 
tegral hubs, is just off the press. 
Diagrams and complete tables are 
features of the book. 
x * * 


Simplified Recommendation on 
Welded Chain Reaffirmed 
Simplified Practice Recommenda- 
tion Number B-100, on welded chain, 
has been reaffirmed by the standing 
committee of the industry, without 
change, for another year, according 
to a recent announcement by the di- 
vision of simplified practice of the 
National Bureau of Standards. 
x * * 


V. A. Seuberth Dead 
V. A. Seuberth, export sales man- 
ager of the Chicago Belting Com- 
pany, Chicago, died May 20, very 
suddenly of a heart attack. He was 
51 years old. Mr. Seuberth was a 


ARMSTRONG Tool Holders Are Used In Over 96% of the Machine Shops and Tool Rooms 





































Sell Profits 


- - dollars that 
can be saved 








ARMSTRONG 

Spring Cutting-Off Tool 
Profits are in as great demand today as ever. If you find it 
hard to sell tools and equipment, sell “lower costs” and 
“bigger earnings.” 


That’s really what you are doing when you sell ARMSTRONG TOOL 
HOLDERS, for in offering them you offer your buyer: 
A saving of 100% on his tool forging costs. 
A saving of at least 70% of his tool grinding costs. 
A saving of 90% of the high speed steel consumed in tools. 
A saving of 90% of the time (both man and machine time) lost while 
tools are being dressed or resharpened. 
A saving of 90% of his “dead investment” in tools and tool steel, as 
well as innumerable other savings resulting from more efficient 
tools. 


These are genuine savings, actual dollars that can be diverted from “Costs” 
well as innumerable other savings resulting from more efficient 
refuse to listen, if you point out ways to savings like these. 


While practically every plant and shop uses 
ARMSTRONG Tool Holders, few use all that 
they could profitably—for every operation on 
every lathe, planer, slotter and shaper. Many 
foremen and superintendents are not familiar 
with all types of ARMSTRONG Tool Holders; 
have not kept up with the development of this 
complete System of Tools. 


ARMSTRONG TOOL HOLDERS are your 
big sales opportunity today. Point out this op- 
portunity to your men—It will help your sales 


and your profits. 
196,000 times each month this ‘ 
Ge cut appears in ARMGFRONG 


ARMSTRONG advertisements. a from your 








Knurling Tool 


Planer and Shaper Tool 





Write for Catalog B-27. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


305 N. Francisco Ave., CHICAGO, U.S. A. 
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HE Linear Line is sold only 
for resale, giving you abso- 
lute assurance of freedom from 
your source of supply. 
Linear Packings are giving 


RES ALE the finest service everywhere 
on all conditions of steam, 

‘@) water, air, gas, ammonia and 

N yy . acids. Our line is complete, 


and shipment on all standard 
items is made in twenty-four 
hours. Furnished under your 
own private brand if desired. 

Let Linear fill your next Pack- 
ing order. 
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A man is known by the company he 
keeps; a jobber is known by the lines he 
carries. . . . Identify yourself with the 
best in steam specialties, the “Lonergan 


Line”. You can sell it if you stock it. 














Jobbers have done so since 1872. 


SOO 


Pop Safety Valves - Relief Valves 


Steam Gauges - Hydraulic Gauges - Air Gauges 
Pressure and Temperature Gauges - Water Gauges 
Test Gauges - Oil Gauges - Gauge Boards 
Clocks - Counters - Gauge Cocks 


Steam Gauge Syphons - Lubricating Specialties 


J. E. LONERGAN CO. 


209 Race St., Philadelphia, Pa. 








| life-long resident of Chicago and was 
educated in the public schools of the 
city. 

He was vice-president of the Chi- 
cago Export Managers’ Club, a mem- 
ber of the Chicago Athletic Associa- 
tion, and a member of the Medinah 
temple. His widow, Mrs. Fay Rol- 
sten Seuberth, survives him. 

> * * 


Nelson S. Greensfelder Dies 

Nelson S. Greensfelder, advertis- 
ing manager of the Hercules Powder 
Company, and well-known authority 
on industrial advertising, died re- 
cently at Wilmington, Delaware. 

Mr. Greensfelder entered the em- 
ploy of the Hercules company after 
graduating from Colorado School of 
Mines. He was one of the organ- 
izers of the National Industrial Ad- 
vertisers’ Association, and was in- 
strumental in instituting the National 
Safety Competition, a safety move- 
ment which was carried out under 
the U. S. Bureau of Mines. 

He is survived by his widow, Grace 
Gleason Greensfelder, his son Rob- 
ert J., and his parents, Judge and 
Mrs J. B. Greensfelder, Kirkwood, 
Missouri. 





* *« X 


Roller-Smith Appoints Com- 
mercial Engineering 

The Roller-Smith Company, New 
York, announces the appointment of 
the Commercial Engineering Com- 
pany, Washington, D. C., as its dis- 
tributor in the District of Columbia. 

The Commercial Engineering Com- 
pany will handle the entire Roller- 
Smith line of electrical measuring in- 
struments, indicating and graphic; air 
and oil circuit breakers, relays and 
control panels. 

* * * 


MacNeille Joins Dayton-Dowd 


M. B. MacNeille has resigned 
from Fairbanks, Morse and Com- 


tion of the Dayton-Dowd Company, 
Quincy, Illinois, as western sales 
manager with headquarters in San 
Francisco. 

Prior to his affiliation with the 
Dayton-Dowd Company, Mr. Mac- 
| Neille was for 19 years connected 
with the pump division of Fairbanks, 
Morse and Company, in the capacities 
of : designing engineer on centrifugal 
pumps, chief engineer of the hydrau- 
lic divisior and, for the past six 














| years, manager of the pump division. 





any, and joined the sales organiza-— 
pan) 
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E. L. Ryerson, Jr., president, Joseph T. 
Ryerson and Son, Incorporated 


Ryerson Purchases Reed-Smith 
Company 
Joseph T. Ryerson and Son, In- 
corporated, has purchased the stock 
of the Reed-Smith Company, Mil- 
waukee, which was not included in 
the transaction carried out in 1924 
when it acquired the interest of W. 
J. Reed and others in this company. 
The Reed-Smith firm now becomes 
the Reed-Smith Plant of Joseph T. 
Ryerson and Son, of Wisconsin, In- 
corporated. 
* * x 
Aetna Bearing Company Publishes 
Catalog 
A new 68-page catalog has just 
been published by the Aetna Ball 
Bearing Manufacturing Company, 
Chicago, covering ball and roller 
bearings. This book, which is the 
ninth edition of the company’s cat- 
alog, presents applications of thrust 
and roller bearings, formulas for 
calculating horsepower, torque, and 
so on, besides showing the complete 
line of Aetna products, including 
tables showing their load carrying 
capacity at various speeds. 
* * x 


Eldridge Joins Stoddard and 
Lively Force 

William H. Eldridge, formerly in 
charge of the New York office of 
American Monorail Company, has 
recently joined the force of Stoddard 
and Lively. This company is enter- 
ing the second year in its new loca- 
tion at 700 Bergen Street, Newark, 
New Jersey. 
Stoddard and Lively is represent- 


UNBRA 


Dollar Makers 


“UNBRAKO" 


Hollow Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 
what we preach—Co-operation. 








“UNBRAKO’’ 
Socket Head Cap Screw 


52 “UNBRAKO"” Socket Head Cap Screws 


and that’s in one die only as shown. 


So just vis- 


ualize the innumerable sales possibilities through- 


out your territory. Hop to it. 





STANDARD PRESSED STEEL CO|'§ 











BRANCHES 
BOSTON JENKINTOWN, PENNA. ew vor 
BOX 519 


CHICAGO 
DETROIT 


BRANCHES 


SAN FRANCISCO 
ST.LOUIS 
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Economical—Direct 


other liquids. 


able service. 





Effictent—Simple—Easy 
Air-Way Pumps are used univer- 
sally to transfer gasoline, kerosene, 
lubricating oils, fuel oils, alcohol and 
Their large capacity 
gives you instantaneous and depend- 


Liquids Moved by Air! 
REFUEL THE EASY WAY WITH 
AIR-WAY PUMPS 


Easy-action Air-Way Pumps need no 
priming. Air-Way is the most efficient 
method of transferring all kinds of li- 
quids. Air-Way Pumps save time and 
money, and their simple pressure plan 
is direct and economical. 





WRITE FOR FURTHER DETAILS AND PRICES 


AIR-WAY PUMP CO. 


625 W. JACKSON BLVD. 


CHICAGO, ILL. 














ILLINOIS. 
MALLEABLE 
IRON CO. 


IMICO 


IRON BODY 
GATE VALVES 


Have malleable iron wheels, 
malleable iron glands and cru- 
cible bronze stems. Length of 
thread in wheel nut, depth of 
stufing box, size of spindles 
and corrugated packing sur- 
faces all contribute to long life 


of IMICO Gate Valves. 


THE MARK 





IDENTIFYING 
IMICO 
PRODUCTS 








1801 DIVERSEY PARKWAY 


CHICAGO, ILL. 





ing the American Monorail Com- 
pany; Robbins and Myers Sales, In- 
corporated, Hoist and Crane Divi- 
sion; the Revolvator Company; Des 
Moines Foundry and Machine Com- 
pany; and the William H. Sippel 
Corporation line of industrial trucks 


and casters. 
* *k * 


H. J. Mehl is Dead 
Howard J. Mehl, traffic manager 
of the Diamond Chain and Manufac- 
turing Company, Indianapolis, died 
of a heart attack recently at the age 
of 43 years. He was born in St. 
Louis and settled in Indianapolis 35 
years ago. He had been with the 
Diamond Chain Company for 25 
years. 
* * x 
Saunders Retires from Morse 
Chain 


C. L. Saunders, general advertis- 
ing manager and purchasing agent of 
the Morse Chain Company, Ithaca, 
New York, has retired. After a va- 
cation, he plans to take up work 
again, as a consulting engineer, spe- 
cializing in reports on mechanization. 
Mr. Saunders, who is a graduate of 
the Case School of Applied Science, 
Cleveland, was a consulting engineer 
and general contractor for 10 years 
before his association with the Morse 
company. 

se * 
New Pamphlet on Newhall 
Chain Products is Ready 

The Newhall Chain Forge and 
[ron Company, New York City, has 
issued a new pamphlet that simplifies 
references and selections of various 
types of sling chains by means of 
numbered illustrations of many types 
of the completed slings as well as 
numbered illustrations of sling parts 
such as end rings, links, hooks, con- 
necting links, and so on. The new 
bulletin is Number F-9110. 


* * * 


Monarch Opens Chicago Office 

The Monarch Machine Tool Com- 
pany, Sidney, Ohio, has opened a 
Chicago office, at 547 West Wash- 


| ington Boulevard under the direc- 





tion of Martin J. Luther. 
* * * 


Welding Technician Sails for 
Japan 
Maurice Taylor, welding technician 
for the Lincoln Electric Company, 
Cleveland, sailed for Tokyo on June 
20, from San Francisco on the steam- 
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er President McKinley, where he ex- 
pects to confer with officials in charge 
of ship construction for the Imperial 
Japanese Navy, and supervise the in- 
stallation of “Electronic Tornado” 
automatic welding machinery in the 
factory of the Kawasaki Company. 

Mr. Taylor is well known as the 
engineer who supervised the arc weld- 
ing of steel pipe for the Mokelumne 
Project, in California, the first all 
welded water supply system of major 
proportions. 

Japanese interest in the use of arc 
welding as a manufacturing tool is 
second only to Germany’s, according 
to a tabulation of the inquiries from 
foreign countries regarding the sec- 
ond Lincoln are welding prize com- 
petition. 

** ® 
Ingersoll-Rand Company Issues 
New Catalog 

Ingersoll-Rand Company, New 
York, has issued bulletin number 
3132, a 44-page booklet which illus- 
trates and describes its line of turbo- 
blowers and turbo-compressors. The 
book contains 37 illustrations, in- 
cluding sectional drawings, charts, 
blower parts, and complete units. 

* ss 


Fairbanks, Morse Promotes 
Bacon 
R. H. Bacon has been made mana- 
ger of the pump sales division of the 
Fairbanks, Morse and Company, Chi- 
cago. His headquarters will be in 
Chicago. Mr. Bacon has been with 
this company for the past six years, 
as manager of the advertising and 
publicity departments since 1929. 
x * x 


Neilan Company Opens 
Pittsburgh Office 

Neilan Company, Los Angeles, an- 
nounces the opening of a branch of- 
fice located at 1301 Clark Building, 
Pittsburgh. Bruce Irwin, sales engi- 
neer, has been appointed manager in 
charge of this new office. 

** *« 


New Features in Wood Shovel and 
Tool Catalog 

The new Wood Shovel and Tool 
Company catalog presents informa- 
tion on the company products in an 
unusually effective way. A new 
photo-index finding system simplifies 
the study of the book, and the pho- 
tographs themselves are so arranged 
as to be easily identified with the 
specifications accompanying them. 























“The Right Brush for Each 
Industrial Application. 


MILWAUKEE 


Floor Brushes and Push Brooms 
Provide a Wide Opportunity 
for Profitable Distributor Effort 


Only one section of the great MIL- 

WAUKEE Industrial Brush Line, it’s 
true, but it carries manifold sales 
and profit opportunities for distribu- 

tors. Whatever your customers’ 

requirements for floor brushes, 
floor scrubbing brushes or push 
brooms—bristle, fibre or wire 

—you can give them ideal 

service with MILWAUKEE 
products. It pays to push 
this line. 











MILWAUKEE BRUSH MFG CO 


Serve your Customers 
completely with 


MILWAUKEE 


Industrial Brushes 


Next in importance to the qual- 
ity of the MILWAUKEE line 
is its variety. There are prac- 
tically no industrial brush re- 
quirements that the MILWAU- 
KEE line distributor can’t fill 
to the entire satisfaction of the 





Investigate Today 


Send for Catalog No. 29 and —_— 
any other information you de- pe nm gy ee 
sire. = 


MILWAUKEE BRUSH MFC Co 





MEANS “BRUSHGEXCELLENCE”’ 














Brushes and Brooms—Bristle, Wire & Fibre—Hand & Power 
Special Brushes Made to Order. 


THE MILWAUKEE BRUSH MANUFACTURING CoO. 


764-790 30TH STREET 


MILWAUKEE 


wiscons 
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MABB’S 


CHICAGO RAWHIDE 
HYDRAULIC PACKING 


Will Increase Your 


‘Repeat’ Orders 


When the customer buys Mabb’s Chicago 
Rawhide Hydraulic Packing, he is paying for 
an all-lubricant material—nothing to be dug 
out and thrown away. It is tough and durable 
and can be replenished by simply adding a 
fresh layer on top as required. Made of genu- 
ine Mechanical Rawhide leather, retaining the 
natural oil and containing no foreign substance 





Self-Lubricating 
Anti-Frictional 


to cut rods, cylinders or plungers, Mabb’s 


Packing is the most economical and 
generally satisfactory hydraulic packing. 





Made of “CHICAGO RAWHIDE” Fulled Leather 


A Complete Line of 
Mechanical Leather 


Products for Distributors 


Leather Packings and Gaskets, Leather Belt- 
ing, Belt Lacing, Twisted Rawhide Pins, 
Rawhide Mallets, Hammers and Mauls, Raw- 
hide Gears and Pinions, Friction Leathers, 

Leather Cups, Hand Leathers, 
The 


CHICAGO RAWHIDE 


MANUFACTURING CO. 








1301 ELSTON AVE. _CHICAGO, ILL. 








Model F-24 
files 
circular, 
band and 

all hand 


saws 


There’s a BIG 
Market for the 


FOLEY-cSAW FILER 


Many industries . . . including Rail- 
roads, Metal and Mining, Electric, Publish- 
ers, Packers, Auto Manufacturers, etc., .. . 
are using Foley Automatic Saw Filers to 
keep their saws in perfect cutting condi- 
tion, increase production efficiency, cut 
costs and increase the life of their saws. 
It’s easy to prove the savings the Foley 
can make in any plant using saws. You 
can make money on Foley Filers. 


Write for complete information and in- 
dustrial distributor's discounts. 


Foley Manufacturing Co. 
46 Main St. N. E. Minneapolis, Minn. 
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HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details on Distributor Plan. 
See page 105 Mill Supplies Catalog and Directory 


W.O.BARNES CO., 


iy | Oe 





1300 Terminal Ave. 
DETROIT, MICH. 








American Steel and Wire 
Employees Retire 

Two veteran employees of the 
American Steel and Wire Company 
are retiring from service. They are, 
George F. Rummel and William 
Thompson. 

Mr. Rummel for the past two 
years has been doing special work 
for the company, and for 26 years 
previous to that was assistant general 
manager of sales. He started 45 
years ago as a salesman for Wash- 
burn and Moen Company, covering 
the territory west of the Missouri 
River. In 1894 he was transferred 
to the Illinois territory which he 
handled out of Chicago. In 1901 
when the Washburn organization 
was taken over by the American 
Steel and Wire Company, he was 
made a department manager and was 
promoted in 1903 to assistant general 
manager of sales. Mr. Rummel will 
be in Chicago for the present. 

Mr. Thompson, who has been as- 
sistant to the president of the com- 
pany, is retiring under the terms of 
the new pension plan_ recently 
adopted by the United States Steel 
Corporation. He has been an em- 
ployee of the Steel Corporation and 
the companies merged with it for 
over 48 years. He came to the United 
States from England in 1882 and 
started work with the Joliet Steel 
Company in its Chicago office. He 
stayed with this company and its 
successor, the Illinois Steel Company 
until 1898 when he was transferred 
o the American Steel and Wire Com- 
pany. After serving for some years as 
secretary to the president, he was 
made assistant to the president in 
1919. Mr. Thompson will make an 
extended visit in England and on his 
return will live in Chicago. 

* * * 
Kelzer Western Manager for 
Owen Bucket 

The Owen Bucket Company, 
Cleveland, announces that E. L. Kel- 
zer, who has been special western 
representative in charge of the com- 
pany’s Detroit, Michigan, office, is 
now western manager and will make 
his headquarters at the Chicago 
office. 

The Chicago branch was opened 
a little over a year ago by Mr. Kel- 
zer and Mr. L. L. Hanson. For sev- 
eral years before going to Detroit, 
Mr. Kelzer was located in Chicago, 
being associated with The Byers 
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Monarch Ball 


the _ 
Steel Process 


Babbitt 


The standard bear- 
ing metal for thou- 
sands of industrial 
plants. 


Sold only through 
one Distributor in 
any territory 


MONARCH METAL COMPANY 


Established 1895 


119 S. Lincoln St. Chicago 























Your Customers Will 
See the Difference 


X-L Pipe Couplings and Nipples 
are made from absolutely new ma- 
terials—not from used or rejected 
pieces. Call that fact to your cus- 
tomers’ attention and they will im- 
mediately see the difference. From 
then on they will demand X-L 
products. 


amiXLee) 
N 


| 

Quality N | 

E seamless Pipe Couplings E 
W Merchant Pipe Nipples W 




















Le ve Suir: 
X-L Seamless Pipe Couplings are 
bored from solid bar. X-L Mer-_ | 
chant Pipe Nipples are made from | 
new full mill | 
COMBINATION | length tested | 
SHIPMENTS pipe. You will | 
Generous freight find them fast | 
allowance on com- 1 fitabl | 
bination shipments and pro table 
weighing 300 Ibs. sellers. Write | 
or more. us today for | 
prices. 
Wheeling Machine Products| 
WHEELING Co. W. VA. 


XUM 


| friction curves. 


Machine Company and the Pawling | 
and Harnischfeger Company in the | 


| sale of their products in that terri- 


tory. 


* * Xx 


Hydraulic Society Issues Sixth 
Edition of Standards 


The sixth edition of the Standards 


| of The Hydraulic Society has just 


been issued. It is an enlarged book- 
let of 96 pages showing numerous 
additions and changes. Among the 
new material added is an index; a | 
list showing the different types of | 
pumps made by the member com- 
panies ; illustrations of the rotation | 


| of centrifugal pumps; new defini- | 


tions and illustrations of thrust bear- | 


| ings; illustrations of correct and in- 
| correct methods of connecting suc- | 


tion pipe to a centrifugal pump; a | 


| revision of recommendations of ma- | 


terials for pumping special liquids; 
and-a section on friction of paper 


| stock in cast iron, including nine | 


pages giving information on pulp | 


Price of the pamphlet is one dol- 
lar and copies may be had from 
members, or upon application to the 
secretary, C. H. Rohrbach, 90 West 
Street, New York. 


* * * 


New Officers and Board for 


Cutler-Hammer 


At the annual meeting of Cutler- 
Hammer, Incorporated, Milwaukee, 
held recently, Frank R. Bacon, 
former chairman of the board, was 
elected president to fill the vacancy 
caused by the death of Beverly L. 
Worden. The office of chairman of | 
the board was abolished. 


At the same meeting, other officers 
and directors were elected as fol- 
lows: Vice presidents, F. L. Pierce, 
and J. C. Wilson; treasurer, H. F. | 
Vogt, and secretary, W. C. Stevens. 
Directors elected were: F. R. Bacon, 
F, L. Pierce, J. C. Wilson, H. F. 
Vogt, W. C. Stevens, T. Johnson 
Ward, of Cassatt and Company, 
Philadelphia ; Carl A. Johnson, presi- | 
dent of the Gisholt Machine Com- 
pany, Madison, Wisconsin; L. A. 
Lecher, of Bottum, Hudnall, Lecher, 
McNamara and Michael, Milwaukee ; 





|G. S. Crane, general sales manager | 


of Cutler-Hammer, Incorporated, 
and E. A. Bacon, vice-president of 
the First Wisconsin National Bank. | 














Are you Taking 
Profit from Copper? 


210-218 N. Curtis St. 
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There are thousands of plants, known 
as the processing industries, that need 
equipment made from copper and other 
non-ferrous metals. Many distributors 
are taking profits from this line of 
equipment, which includes— 
Coils, bends, special piping, expansion 
joints, kettles, tanks, vats, evaporators, 
condensers, etc. We build such equip- 
ment from copper, brass, nickel, monel, 
aluminum and stainless steel. Ask for 
folder and see page 241, Mill Supplies 
Catalog & Directory. 


ARTHUR HARRIS & CO. 


Coppersmiths — Engineers — Brass Founders 


CHICAGO 
























Square Facts Why 


Red Shield” DRILLS 
Should be Used 


Scientific 
Con- 
struction 








Less 
breakage 























Less 
grinding 


Less cost 
per hole 
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DESMOND 


Grinding Wheel Dressers 
and Cutters 





The Desmond HEX Dresser 


The most-durable mechanical type 
Dresser made — in four sizes — 
Nos. 0, 1, 2 and 5-H 


We manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 
and discount sheet. 


The 
DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 











DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 

LINE 


Ball Bearing 
Portable Electric 






The new “Marvel” Model 
Ne. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, ete. 
Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 









Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A 











BUSINESS TIPS 


AKRON, O.— Department of 


| Public Service is taking bids for | 
laboratory and buildings for Gug- | 
genheim Aeronautical Research In- | 
stitute at municipal airport, to cost | 


about $100,000 
equipment. 
tral High School, is architect. F. 


with mechanical | 
M. M. Konarski, Cen- | 


E. Swineford is director of the de- | 


partment. 
* 2s 
BRISTOL, CONN.—Connecticut 
Light and Power Co., Riverside 


Ave., will build a 3-story, 60x60 feet 


steam power plant at an estimated | 


cost of $175,000. Work 


done by separate contracts. Con- 


will be | 


tract has been awarded for structure | 


to G. Lacourse, George St. 


* * * 


CHICAGO, ILL.—Ozarka, Inc., 
122 W. Austin Ave., has leased 5- 
story and basement factory at 1257 
Fullerton Ave. for new plant. The 
present works will be removed to the 
new location and new equipment in- 


stalled. 
* * x 


CINCINNATI, O.—Heinss Spad- | 


ing Machine Co., has been organized | - 


with a capital of $100,000 and plans 
operation of plant for making earth 
moving machinery and parts. A. D. 


| Fisher and John Sauer, Cincinnati, 
| are at the head of the new firm. 


* @ ® 

DETROIT, MICH. — Norge 
Corp., 7601 Central Ave., a division 
of Borg-Warner Corp., Chicago, is 
planning to double its present ca- 
pacity. New machinery will be in- 
stalled. 

x * * 

EAST ST. LOUIS, ILL.—Fed- 
eral Barge Line is planning to replace 
equipment recently damaged in fire 
at local dock with loss of about 
$50,000. 

*K * * 

ERIE, PA.—Erie County Electric 

Co., 12th and French Sts., will build 





a 28 x 35 ft. sub-station at Peach and | 
| Cherry Sts., at an estimated cost of 


| $40,000. 


* * * 


EVERETT, 


sulphite unit to cost about $50,000. 
General contract has been awarded 


St., Boston. 


MASS. — Merrimac | 
Chemical Co. will build one-story bi- | 


| to John F. Griffin Co., 250 Stuart | 


What a more careful 
Analysis of Belting 
Costs has Revealed 


RESENT conditions have 

caused many industrial or- 
ganizations to make a more 
careful analysis of their belting 
costs than they had ever made 
before. 


HERE this has been done, 

and comparative costs have 
been tabulated on Genuine Het- 
trick Stitched Canvas Belting and 
other types of belting, Genuine 
Hettrick has almost invariably been 
found to be the most economical. 
This finding has resulted in an 
increased use of Genuine Hettrick 
in all the plants affected. 


HE economy factor means 

much to industrial buyers. 
That is why distributors of Genu- 
ine Hettrick Stitched Canvas Belt- 
ing are “a step ahead” today. To 
do yourself justice, write to us and 
let us tell you more about the 
sales and profit opportunities our 
line offers you. 


See our exhibit on Page 56 of 
the MILL SUPPLIES CATALOG 
and DIRECTORY. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO. 

















All Metal Pipe 


Stvle 
and Bar Truck 84 





All the requisites of 
a good specialty line » 


CHASE TRUCKS 


You can do a real constructive specialty 
sales job with CHASE trucks because they 
can be used to advantage in industrial 
plants and shops everywhere and because 
they return distributor profits worthy of 
concentrated effort. Investigate your op- 
portunities with this long established, 
widely accepted line now. 


Sheet 
Metal 
Truck 
Style 
44 





Send for Catalog No. 300 and 
other information on this profit- 
able line for distributors ... . 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all Kinds. 
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SEATTLE, WASH. — Superior 
Felt and Paper Co., Inc., recently or- 
ganized with capital of "$400,000 by | 
Ray E. Stanley, Seattle, and associ- | 
ates, has bought 340,000 sq. ft. as a | 


site for a new mill for production of 


Copper Tubing 


Seamless. Sizes—from yy to 1% 
in, O. D. any gauge. 


Brass Tubing 








| 
Seamless. Sizes—from vx to 1% | — papers, roofing felts, wall- | 
in. O. D. any gauge. io oard and kindred products. 
x * * 
Aluminum Tubing sours BENp, IND—Board | 
Seanfec, Sheee~ecin dy wo 145 | of Trustees, University of Notre | 


| Dame, will build a new 2-story and | 
| basement enginering school unit to | 


Coils and Bends | cost about $500,000 with equipment. | 


acini tall aes alll tie | General contract has been awarded | 


tube from yy to 13% in. outside | to Ralph Sollitt and Sons, 
diameter, any gauge. Unbrazed Sample St. 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


in. O. D. any gauge. 


What and How to Sell Food 
Products Plants 
(Continued from page 26) 
sy buying our supplies in small 


| reduce the amount of waste involved 
in the use of supplies. The service 
given by distributors is valuable be- 
cause our orders are delivered im- 
| mediately, and these advantages are 
| secured at no extra cost. The prices 
which we get from distributors are 
usually as low or lower than the 
| prices quoted by direct selling manu 
| facturers. In every way we secure 


better service at a lower ultimate 
THEIR | cost by dealing with distributors.” 
EXTREME 


The statements of Mr. Leverone 
SIMPLICITY 


|and Mr. Thayer are typical of the 
MAKES THEM EASY TO SELL 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 





1451 Central Ave. Detroit, Mich. 











| opinions of many industrial buyers 
| in food products industries. The in- 
| dustry includes 49,787 establishments 
_which spend $239,337,273 annually 
for mill supply products. Food prod- 
ucts plants exist in practically 
every distributors’ 
tensive cultivation of them should 
bring distributors additional business. 
An analysis of one typical plant’s 
requirements shows that many orders 
for electric motors, speed reducers, 
conveyor belting, shipping room sup- 
plies, air compressors, burlap bags, 
soda ash, oils and greases, and 
brooms and brushes are sent direct 





Class B. 1 to 20 Ibs. 


20 to 70 Ibs. 
40 to 150 lbs. 


Class C. 
Sidelug. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 
cialties increasingly profitable to handle. 
Write us for catalogs fm other sales helps 


we are prepared to offer. 
NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS | 


KEEP UPKEEP DOWN 


tributors. A considerable portion of 
| this business could undoubtedly be 
| secured by distributors if they fol- 
| lowed up the business more carefully. 
| An analysis of the supply require- 





ments of food products: plants will 
show most distributors many new 
| opportunities for profit. Systematic 
| cultivation of these profit opportuni- 





them into actual sales. 


518 E. | 





} oe ‘ ‘ | 
| quantities from local distributors, we | 


territory and in- | 


to manufacturers, rather than to dis- | 


| ties should be undertaken to convert 





CORRECT 
SOLUTION 


of any problem in automatic 
pressure or flowcontrol of steam, 
air, water or gas is found in the 
complete line of Davis Automatic 
Valve Specialties. The effective 
simplicity in design brings the 
stamp of approval from experi- 
enced engineers. The well estab- 
lished and extensively advertised 
Davis line carries a good profit 
for the distributor. 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 


MS7—Gray 














GUARANTEED 


to contain 
no Resin 






Smith-Courtney Co. 
Richmond, Va., sold 
ninety gross of 
WIZARD in 1929 


Not a Single Consumer 


is on Our Books 


That means that our distribu- 
tion is 100%, through the sup- 
ply trade. 

Many jobbers in the VU. S., 
England, Canada and the 
Philippines are getting good 
results from our system of 
mailing samples of WIZARD 
to their customers. The plan 
will work as ‘well for you as 
for them. 


Write for our proposition. 


RICHMOND BELT DRESSING 
MFG. CO., Inc. 
Richmond, Va. 
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‘Powerful | 
Backing | 


These Manufacturers Who Sell 


lhrough 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Black & Decker Mfg. Co. 
Bussmann Mfg. Company 
Byers Company, A. M. 

Carey Company, Philip 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Dixon Crucible Company, Joseph 
Efficiency Electric Company 
Electric Valve Mfg. Company 
Fabreeka Belting Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 


MAINTENANCE 


(Formerly INDOSPRIAL ENGINEERING) 


520 N. Michigan Ave. 


chief electricians, etc. 


Gears & Forgings, Incorporated 
General Cable Company 

Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Houghton Company, E. F. 


Irvington Varnish & Insulator Co. 


James Mfg. Company, D. O. 
Jeffrey Mfg. Company, The 
Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 





A MeGeraw-Hill Publication 


Linde Air Products Co., The 
Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reading Chain & Block Corp. 
Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
Sight Feed Sales Company 

S. K. F. Industries, Inc. 

Skilsaw, Incorporated 

Standard Pressed Steel Company 
Steel & Tubes, Inc. 

Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


kK NGINEERING 


Chicago. Hlinois 








